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Why This State 
Is “looded With 
Insurance Bills 


From 113 to 1925 Inclusive 742 
Bills on Subject Were 
Introduced 





CODE MOST COMPLICATED 





Fault Lies with System of Prepara- 
tion; Much Tinkering After 
Reaching Assembly 


. 


By Don Holbrook 
Albany June 15—There is perhaps no 
law on the statute books of New York 
State, with the possible exception of the 
penal law, which has been more “patched 
up” and “tinkered with” during the past 
thirteen years than the Insurance Law. 
From 1913 to 1925 inclusive 742 bills 
treating upon 466 subjects were introduced 
in the New York State legislature amend- 
ing the insurance law, out of which 217 
passed and became separate chapters or 
laws. Below is given a table showing the 
number of subjects covered, bills intro- 


duced and number of insurance law amend- 
ments enacted from 1913 to 1925. 





No. No. 

Subject Bills Laws 

1913 78 131 40 
1914 24 41 9 
1915 20 31 7 
1916 23 37 9 
1917 41 52 16 
1918 27 41 12 
1919 37 53 17 
1920 25 43 12 
1921 23 37 12 
1922 31 51 17 
1923 52 89 29 
1924 42 70 16 
1925 43 66 21 
Totals 466 742 217 


' 1913 The Banner Year 
It will be noted that the banner year 


for the number of insurance bills intro- 
duced was 1913 when 131 bills covering 78 


subjects were introduced of which 40 be- - 


came laws. During 1913, the Democratic 
party had both houses of the legislature 
and the frst workmen’s compensation bills 
were drawn as amendments to the insur- 
ance law. The years 1923 and 1925 are 
the next two highest years from the stand- 
point of the number of amendments en- 
acted into law, with 1924 running a close 
fourth 2s to the number of bills intro- 
duced and passed. 

The period 1913 to 1921 represents in 
a large measure the legalizing of new 
forms oi insurance, while the period from 
1921 to 1925 is dominated by laws giving 
the insurance department increases regu- 
latory and supervisory powers. 

‘ The Insurance Law of New York State 
re never been translated into. the English 
anguage, so to speak It is the most 
complicated and technically written statute 
of any of the New York State laws. At 


(Continued on page 24) 


























PHOENIX 


Assurance Company, Ltd., 


of London 
100 William Street, New York 





A corporation which has stood the test 
of time! 143 years of successful business 
‘operation. World-wide interests. Abso- 
lute security. 


Excellent Service and Facilities 


PHOENIX 


Indemnity Company 


75. Maiden Lane, New York 






A factor 
in your choice of a company 
to represent 


The Insurance Company of North America laid the foundations 
for the American Agency system. It is only natural, therefore, that 
its service policies should offer agents every possible benefit and assist- 
ance. 

North America co-operation includes prompt attention to every 
service need, advisory and engineering service on individual risks, and 
— national advertising in the interests of the North America 

gent. 


Insurance Company of North America 


PHILADELPHIA 


and the 
Indemnity Insurance Company of North America 
write practically every form of insurance except life 
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Cathedral Builders 


Each is a cathedral builder—whether he be architect, master mason, 
or apprentice helper. And each is therefore entitled to respect. 

In the institution of life insurance every man and woman, in Field or 
in Home Office, is a builder in the great temple of life. Each is there- 
fore entitled to respect. 

And in this organization the man or woman whose production is 
small is held in. the same fraternity as the man or woman whose 
figures are in the million, provided only that conscience, loyalty, and 
industry animate the work. 

We have room for men and women of high ideals, who believe that 
life insurance is one of the supreme forms of social service. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 
Organized 1847 
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Huff Builds Up 
Wm. Fox Line From 
$3,000 to Millions 


Feels Movie Man Can Get $9,000,- 
000 Here and in Canada 
Market 


CLIENT FOR 25 YEARS 





Remarkable Story of How an 
Agent Can Follow Destiny 
of Client 





By Clarence Axman 

A most interesting story showing how 
an insurance agent can follow a client 
all the way through his career, fulfilling 
every life insurance need of the client 
to almost unheared of amounts for pro- 
tection in the fullest sense of the word 
is being demonstrated in the case of 
William Fox, the motion picture man. 
The case also illustrates that the amount 
of insurance that a single individual can 
get in this country is very much in ex- 
cess of what it was five years-ago as a 
risk of the first rank can now be covered 
for as much as $9,000,000 in American 
and Canada life insurance companies. 

Mr. Fox’s life insurance agent is Perez 
F. Huff, who is a general agent of the 
Travelers Insurance Company in New 
York. Mr. Huff first met Mr. Fox 
twenty-five years ago when the latter 
occupied a very humple position as a 
sponger and examiner of cloths. Mr. 
Huff had written a fire insurance: policy 
on a clothing manufacturer who sent his 
woolens to Fox to be sponged and ex- 
amined. One day after a luncheon, the 
manufacturer introduced the insurance 
agent to Fox who gave the former his 
fire insurance business. A short time 
later Mr. Huff wrote a $3,000 life insur- 
ance policy on Mr. Fox who was then 
but twenty-one years old. ; 

Fox was very ambitious, very energetic 
and had af authority denied to most men 
of his years. In a short time he had 
bought a building at 52 West 3rd Street 
on a shoestring and at the same time had 
purchased a water-proofing company to 
run in conjunction with his other ac- 
tivities. A little later he began to dab- 
ble in real estate and the first money 
he made was $15,000 in a realty venture. 
After he bought some property in the 
Bronx the telephone company needed it 
and paid Fox’s price. ; : 

About that time Fox decided to go into 
the motion picture business and his first 
moving picture venture was at 125th 
Street and Broadway, the “Vanity Fair.” 
It could only seat a few people. Fox’s 
new venture was to rent films under the 
name of the New York Film Renting 
Co. He filled his “Vanity Fair” and 
added a small motion picture theatre 
in Brooklyn. About that time he con- 
ceived the idea of renting the Dewey 

(Continued on page 8) 
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MEASURES OF SERVICE 


New York Life Insurance Company 








A purely mutual Life insurance company is strictly a service company. It is not 
founded to make money, although its founders and managers may properly receive com- 
pensation in proportion to the value of their labors in making the company serve its 
members and the public. The New York Life has been serving its policy-holders and 
the public for eighty years. It has become a very large Company—the third largest 
life insurance company in the world, and the largest life company not doing industrial in- 


surance. A large life company is more important than a small company only because it 
does a greater service, or does it better. 


THERE ARE MEASURES OF THE SERVICE 


which a life insurance company does. We propose to set forth in order, from time to 
time, twelve measures of service of the New York Life Insurance Company. 


THE AMOUNT OF DEATH CLAIMS PAID 


is the first and greatest measure of the service done by a life insurance company. If 
men did not die prematurely—before they expect to and before the work they set out 
to do is done,—there would be no field for life insurance. A life insurance company does 
many other beneficent things—by-products, so to speak—but the payment of death claims 


is the greatest single service a life company renders to the community, and the amount 
of such:claims is 


THE FIRST MEASURE OF ITS SERVICE 
The amount of Death Claims paid by the New York Life in 1924, was 


$38,021,347.02 


The ages at which these insured persons died, and the amounts insured at the dif- 
ferent ages, were as follows: 


AGE AT DEATH LIVES INSURANCE 

30 Years of age and under................ 924 $2,292,434.67 
Between 30 and 40 years................. 1,536 4,935,079.56 | 
Between 40 and 50 years................. 2,358 9,841,418.23 ° 
Between 50 and 60 years................. 2,843 11,223,884.43 


Over 00 yids 2255 8: 3,120 9,728,530.13 





| 10,781 $38,021,347.02 
Included in above are 1,074 women insured for $1,893,941.21 


Heart disease, cancers and tumors, and accidents were the causes of over one-third 
of the total number of deaths. : 


During 1924 the Company declined 22,000 applicants who applied for over 79 
millions of insurance. They delayed insuring until they were uninsurable. 


A life insurance policy paid at death does one or more of ‘these three things: 


‘1. It provides an estate if the insured has none and increases it if he has one. It 
keeps the home and educates the children. 


2. It provides capital to keep a business going. 
3. It provides ready money needed ‘for the Federal Estate Tax, the State 


Inheritance Tax, and the cost of administering the estate, and so prevents the forced 
sale of securities. 


Amount paid by the NEW YORK LIFE in DEATH CLAIMS in 80 Years over $790,000,000 


Not a Commodity—But a Service 


DARWIN P. KINGSLEY, President. 
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Reinstatement of 
War Insurance 


—_— 


THE JUNE 7th LIMITATION 


Assistant Director of U. S. Veterans 
Bureau Tells The Eastern Under- 
writer Facts About Lapsation 





Charles E. Mulhearn, assistant direc- 
tor of the United States Veterans Bur- 
eat, has written this letter to The 
a , ‘ 

Fastern Underwriter: 
Gentlemen: 

In your June 5th issue of The East- 
ern Underwriter, the following notice 
appears on page Lie ‘ 

“June 7 Last Day on Which World 
War Veterans May Reinstate Lapsed 
Policies. 

“Veterans of the World War have 
until Sunday, June 7, to make applica- 
tion for the reinstatement and conver- 
sion of their war risk insurance, Ac- 
cording io Section 304 of the Govern- 


ment imsurance act this time limit is 
set for nearly all who are qualified to 
maintain or re-obtain their govern- 


ment policies.” 


It is thought that this statement may 
give the impression to many veterans 
that they are not entitled to apply for 
reinstatement of their insurance, when 
in fact they really are entitled. 

The limitation of June 7, 1925, applied 
only to cases where the insurance had 
lapsed two years or more and where 
the applicant was not an insurable risk 
because of disabilities the result of ser- 
vice. Disabled veterans whose disabili- 
ties are the result of service and whose 
insurance has not yet been lapsed for a 
period of two years, may apply for re- 
instatement at any time during the two 
year period, extending from the date 
of lapse, subject to the general limita- 
tion that all yearly term insurance will 
terminate unless converted on July 2, 
1926. 

Converted policies of insurance may 
be reinstated under Section 304, if the 
applicant’s disability is of service origin 
and he submits proof that he is not 
totally and permanently disabled, at any 
time within two years from date of 
lapse. All reinstatements under Sec- 
tion 304 require the payment of all pre- 
miums in arrears with interest. 

Insurable risks may apply for rein- 
statement of their yearly renewable term 
Insurance at any time on or before July 
2, 1926. The requirements for rein- 
statement are proof of insurability satis- 
lactory to the Director and the payment 
of two monthly premiums. Converted 
insurance may be reinstated at any time, 
it not surrendered for cash, upon proof 
ot insurability satisfactory to the Direc- 


tor and the payment of all premiums in 
arrears with interest, 





Richmond General Agents 
Organize Own Association 
Genera! agents and managers affiliated 
with the Richmond Association of Life 
Underwriters have formed an organiza- 
tion of their own which will serve as an 


( 


adjunct of the main body. It will be 
known as the General Agents Associa- 
tion. Gaius W. Diggs, of Diggs & Cary, 
general «gents for the Penn Mutual, is 
chairman, and Cornelius B. Myers, of 
Dunlop Myers, general agents for the 
Aetna Life, is secretary. The new or- 
Sanization starts off with a membership 
of eighteen. Inasmuch as it devolved 
upon the general agents and managers 
frequent! to pass on questions arising 
in the as 


sociation which concerned them 
solely, it was deemed best to have them 


organized into a concrete body for such 
a purpose. 














Don’t Drift 


The success of an individual in any 
line of selling depends entirely upon 
his mental attitude toward his chosen 
field of endeavor and his faith in the 
commodity he has to offer. 


The man who takes up any kind of 
employment “just to try it” or “until 
he can strike something better” never 


gets very far, for the reason that his 
mind is never made up. 


Any true, active and determined man 
can see in the life insurance business 
an ideal profession if he looks through 
the right end of the telescope. He must 
always act honesty, think honesty and 
breathe honesty, for people are quick to 
distinguish between the genuine and 
the counterfeit. The man with these 
qualities who works with dogged per- 
sistence plus a pleasant personality will 
prosper without doubt. , Thought- 


drifting, however, is fatal to success in 
our business. 


The Prudential 


4 Insurance Company of America 
Epwarp D. DurrteLp, President 


Home Office: Newark, New Jersey 











Ohio’s New Agents’ 
License Statute 


TO REQUIRE QUALIFICATIONS 





Superintendent Conn Describes for 
Agents Association Features of Law; 
To Use Questionnaire 





An agents’ license law requiring that 
the applicant for a certificate of author- 
ity to solicit life insurante shall show 
fitaess to undertake the responsibility of 
advising the public on this subject has 
been adopted by Ohio in a new law 
which goes into effect next month. The 
features of the new statute were de- 
scribed by Judge Harry L, Conn, super- 
intendent of Insurance, before the Ohio 


Association of Insurance Agents this 
week. 


“The method of licensing the life 
agents and counsellors to the public will 
be similar in a general way to the one 
which now obtains as regards the licens- 
ing of fire agents,” said Superintendent 
Conn. The Department heretofore has 
had no voice in saying who may or may 
not write life insurance since the Super- 
intendent has been required to appoint a 
person to act as agent upon the mere 
designation by the company. Under the 
new law, it must appear to the satisfac- 
tion of the Superintendent that the ap- 
plicant is worthy, (that is, a suitable 
person,) to be a licensee. We shall use 
a questionnaire, the answers to be made 
by the applicant under -oath and also 
acquire information from such other 
sources as may be deemed advisable. 
An applicant is given protection against 
whimsical action on the part of the 
superintendent by having a right of re- 
view in the Court of Common Pleas of 
Franklin County in event of rejection. 

“One of the serviceable results which 
will grow out of this statute is that 
henceforth no person will be able to hold 
himself out as an auditor or abstractor 
of policies of life insurance, or as author- 
ized to give advice or opinions with re- 
spect to life policies, unless such person 
be licensed, and of course the isuance 
of a license pre-supposes suitability, that 
is, ability and integrity on the part of 
the appointee. At present, anybody may 
open an office and announce himself as 
an adviser to the public regarding life 
insurance and this gives an opportunity 
for incompetent and dishonest men, un- 
der the guise of advising, toi practice 
twisting. It is to the credit ‘of the 
life companies and life agents of the 
State that they were almost unanimously 
in favor of the Bill.” 





PRUDENTIAL’S NEW LIMITS 


Company Raises Amounts That Will Be 
Written With Special Ratings on 
Single Lives 

The Prudential has made an increase 
in the limits that will be written on a 
single life with special rating, the new 
scale being as follows: 

Sp’l A Sp’l B Sp’l Cc Sp’ID 
rating. rating. rating. rating 
“aa $20,000 $20,000 $20,000 


40,000 40,000 40,000 
60,000 6,000 50,000 

80,000 80,000 60,000 50,000 
100,00 100,000 60,000 50,000 
150,000 100,000 60,000 50,000 
200,000 150,000 75,000 50,000 
25-50....... 200,000 150,000 100,000 50,000 
200,000 150,000 75,000 50,000 
190,000 95,000 57,000 50,000 
180,000 90,000 54,000 50,000 
170,000 85,000 51,000 50,000 
140,000 80,000 48,000 48,000 
110,000 75,000 45,000 45,000 
50,000 50,000 30,000 30,000 


INCREASES DIVIDEND SCALE 


The Northwestern National Life of 
Minnesota announces a substantial in- 
crease in its dividend scale, effective 
July 1. On some policy forms the in- 
crease is sufficient to reduce the num- 
ber of years in which the policy will . 
mature or become paid up. 
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A Campaign In Behalf of 
Women and Children ee 
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Fourth Extract mo 

recalls a 
2 e ° . . > < en the 
The time -will come when beneficiaries under Life iat © 
° ° uch at 
Income Polites Will have received monthly payments ea 
for periods of 40, 50, or even 60 years. ‘This kind of any 
. ° force. O 
insurance has not been in use long enough to quote such ston 
dent H. 
examples, but here are cases from the book entitled “In- ne 
come: Insurance”, published by the Equitable Society, i 
where the ioe has already been paid for more than rn 
twenty years. | Bes 
Policy 857,559 has thus far yielded an income of $557.40 a ~ear for “she 

24 years, or a total of $13,377.60. And the Beneficiary may continue to 
receive an income for many years longer. The Insured in this case paid pao 
only two premiums before his death. | bet 
ing W 
® Policy 868,289 has thus far yielded an income of $1,250 a year for 23 one 
years; or a total of $28,750. The Insured in this case died after paying cmp 
only two premiums of $659.25. oe 
The Beneficiary under Policy 948,636 has been receiving an income of = 
$1,000 a year for 22 years. Thus far she has received $22,000, and as she pee 
is not an old woman she will probably receive much more. This is the re- “Be 
turn for one premium of $605.60, the Insured having died before the second on 
premium fell due. grON 
Under Policy 2,217,858 a widow of 26 is receiving $40 a month. The a 
total premiums paid by her husband were less than $1,000, but the guar- ia, 
anteed return to the widow is $9,600. If she should reach 75 years of age a 
the aggregate return will be $24,000. acti 
eS iy 

The Equitable Society is on the outlook for young 
men to sell this kind of insurance. : 
THE EQUITABLE LIFE ASSURANCE SOCIETY OF THE UNITED STATES ’ 


303 SEVENTH AVENUE, NEW YORK mi 
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Reaches $300,000,000 In Its Twenty-Second Year 


Sometimes events take place inside 
of life insurance companies which create 


jitle public notice but are fraught with 
significance to insiders. Occasionally, it 
; the reaching of some sort of a mile- 
stone or andmark, some point which in 
the passing, the mere reaching in fact, 
recalls a .ood of memories of other days 


when the particular goal reached was 
at that time not even thought of; or if 
it were, a! peared to be but a rosy dream- 
Such an incident has just happened in 
the administration of the Reliance Life 
insurance Company of Pittsburgh. Not 
even a quarter of a century old, this 
company one day in May, 1925, passed 
the $300,000,000 mark of insurance in 
jorce. One can easily put oneself in the 
position oi Judge James H. Reed, presi- 
dent of the Reliance Life; Vice-Presi- 
dent H. G. Scott and General Manager 
z. G McCormack, when they contem- 
plated that achievement. _ Before them 
must have passed the various scenes in 
the drama of the company’s existence. 
First, the uncertainity which harasses all 
executives of new companies after the 
preliminary “hurrahs” and excitements of 
organization are dissipated and the ma- 
chine gets down to the regular routine 
grind of every day existence—the un- 
certainty as to whether the company is 
being steered in the right direction; 
whether it is to be a real success or a 
“fliv.” 
The Early Thrills 


Next there comes the satisfaction of 
knowing that the road is clear, the 
journey under way with guides who can 
be trusted. There comes a pleasant feel- 
ing when $10,000,000 has been put on 
the books; a thrill when it is known that 
experienced agents are willing voluntar- 
ily to trust their destinies to the new 
company at a fair rate of remuneration; 
and then the elation as the company 
expands when the executives note that 
people residing at a distance show con- 
fidence by taking out policies. When the 
$50,000,000 mark has been reached in 
outstanding insurance it’s an event; when 
$100,000.000 comes around that, too, is 
very important to the administration; 
and so on up the scale- 

But mere growth is not the real test; 
it must be growth in the right direction, 


growth with an eye to the future; 
growth in a legitimate soil; natural 
growth 


The Slogan of the Company 


The growth of the Reliance Life has 
been natural, normal, more or less mat- 
ter of fact. It has not built up assets or 
production or outstanding insurance by 
buying other companies, although, of 
course, there is nothing to criticize in 
one company buying another if the trans- 
action is a bargain, to the benefit of all 
concerned. The statement is made mere- 
ly because the Reliance has been abso- 
lutely on its own. Vice-President Scott 
at various times looked over a number 
of companies which were in the market 
and after getting all the facts he ad- 
vised against the purchase of every 
single one of them. 

The slogan of the company for some 
time has been: “We believe in selling 
surance; not in buying it.” 

But to get back to that $300,000,000 
milestone. Some of the executives were 
discussing whether or not this gave the 
opportunity to tell a story to the people 
of Pittsburgh in a striking way. It was 
finally decided to do this with an adver- 
tisement which would not only be an ef- 
fective bit of Reliance Life publicity but 


Reliance Life of Pittsburgh an Example of 
Amazing Development of American Life 
Insurance; the Personalities That Achieved 


This Record 


By 


would furnish material which would be 
stimulative to Pittsburgh pride. An ad- 
vertisement was therefore prepared, 
showing that the Reliance Life was an 
imstitution which would be an honor to 
any city; and which people in many 
cities honored. While a Pittsburgh com- 
pany in the sense that its home office 
ts in that city, it is a national institution 
from the viewpoint that it is doing busi- 





JUDGE J. H. REED 


ness in nearly all the states and so a 
complete list of the states in which the 
company operates, together with the vol- 
ume of business it does in those states, 
was prepared. Thus there exists no -ex- 
cuse for the people of Pittsburgh not 
knowing that it-has one of the strong 
life insurance companies in its midst, a 
fact already having wide distribution by 
reason of the thousands of Reliance 
policyholders living in that city. 
How Reliance Started 

One of the greatest difficulties -which 
the Reliance Life had to overcome in 
its early years was the fact that it was 
born with a silver spoon in its’ mouth. 
It started with a million capital and a 
million surplus; with the good wishes 
and in some cases stockhoidings of some 
of the leading men in Pittsburgh; while 
a group of people associated with the 
company at the start were well-known 
life insurance producers. It was the 
plan of A. F. McDonald, who originat- 
ed the idea of the company and who 
interested an important collection of 
men in it, including Judge Reed who 
was to become president, that these stars 
would bring so much production to the 
company from the start that it would 
all be smooth sailing. Unfortunately, 
it did not work out that way. A num- 
ber of difficulties arose, sometimes cases 
of temperament and primmadonnaism 
stars shooting in different directions and 
lack of team-play. There was a handi- 
cap, too, in the fact that there were no 
people at the home office who had had 
home office experience in the sense it is 
known in executive life insurance offices. 


Clarence Axman 


All this continued for some months after 
the company started and then there came 
a radical change. Power was concen- 
trated, administration unified, insurance 
organization built up and the company 
started going ahead on a scientfic basis. 

“The best thing that McDonald did,” 
said a representative of the company in 
Pittsburgh this week, “was when he in- 
terested Judge Reed in the company and 
also hired H. G. Scott as a clerk.” 


Judge Reed’s Prominence 


Judge Reed has been prominent in 
Pittsburgh for years. He is one of those 
financiers and top executives who are 
constantly being besieged to go on 
boards of directors and when they do 
agree to become a member of a board 
they do so only after pretty thorough 
investigat:on of the proposition. Judge 
Reed is a member of the board of a 
long list of corporations and it is an 
unusually strong list of institutions with 
which he is affiliated. He saw a big 
opening for life insurance in Pittsburgh, 
one of the great citadels of wealth in 
America, and he talked enthusiastically 
to his friends and many of them bought 
stock and became directors of the Re- 
liance Life, later buying policies. Even 
Andrew Mellon, wealthiest man in Pitts- 
burgh and owner of one of the largest 
fortunes in America, permitted his name 
to be used as an incorporator of the 
company. 

A word more about Judge Reed. He 
is a member of Reed, Smith, Shaw & 
McClay, a distinguished legal firm. He 
holds directorships on the boards of the 
following: Allegheny County Light 
Company, Bessemer & Lake Erie Rail- 
road, Carnegie Hero Fund Commission, 
Carnegie Institute, Farmers’ Deposit Na- 





H..G. SCOTT 


tional Bank, Consolidated Gas, Farmers’ 
Deposit Trust Company, Fidelity Title 
& Trust Company, Gulf Oil Corporation, 
The Philadelphia Company, The Phila- 
delphia Oil Company, Pittsburgh, Bes- 
semer & Lake Erie Railroad, Pittsburgh 





Railway Company, Pittsburgh Traction 
Company, St. Clair Terminal Roalroad 
Company, Union Company, United Rail- 
ways Investment Company, U. S. Steel, 
Carnegie Pension Fund, and Youngs- 
town & Northern Railroad. He is the 
father of Senator Reed of Pennsylvania. 

Mr. Scott's story is interesting in view 
of the speed with which his abilities 
brought him into an important position 
with the Reliance. His first schooling 
was in Pittsburgh and in Garden City, 
Long Island- ‘He took a job as clerk 
in a railroad for three years; then the 


ht 


McCORMACK 


desire for a college education became 
all consuming and so he went to Phillips 


Andover’ to prepare for Yale, but he 
never reached New Haven as it was 
necessary for him. to go to work. For 


a year he was a member of the forces 
of the Westinghouse company and while 
there niade an investment of some money 
in a tannery; was elected an officer in 
the’ tannery company; later sold out his 
in‘erest; and for five years was in the 
building business. He wasn’t satisfied. 
A friend in’ the office of Judge Reed 
said to him.one day: 

“Why don't’ you make a try for a job 
with this-new life insurance company? 
With all those: prominent Pittsburghers 
in it it looksas if there’s a real oppor- 
tunity.” : 

The tip- looked~ attractive and Scott 
got the job. He was taken on as a book- 
keeper and stenographer. In fact, he 
was the:oily clerk around the establish- 
ment, practically everybody else having 
a title. 

Scott’s Rise to Prominence 

In discussing ‘some of the things which 
happened in the next year a Pittsburgh 
newspaper man informed the writer: 

“The company had started with quite 
a lot of eclat as it was the first to begin 
its career with a million capital and a 
million surplus paid in. Now that’s quite 
a lot of cash and the big thing to do 
was to see that the cash was spent in 
the right direction. Scott’s duties in- 
cluded being stenographer for the comp- 
troller and after he had been with the 
company eleven months, he was made 
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acting comptroller by Judge Reed. “He 
took positive positions relative to ex- 
penditures. A man from a bank was 
brought in as comptroller. He backed 
up Scott’s opinions and judgment and 
after some months, Scott was made 
comptroller. Thus, in an unusually short 
time this young man had impressed the 
board and administration with his abil- 
ities. He remained comptroller until 
December, 1907, and was then elected 
vice-president, secretary and a director. 

In a talk with The Eastern Underwri- 
ter this week, Mr. Scott said: 

“There are a number of reasons for 
the success which the Reliance Life has 
made. One of the most important was 
our decision to get on a substantial basis 
of our own, to build up a company by 
progressing along conservative stages in- 
stead of trying to leap into positions 
we had not earned by the process of 
legitimate growth. We decided to sell 
insurance; not to buy it. We decided 
to depend upon our own organization. 

“What, then, was the best method 
to build up a production organization? 
We studied all of them, from one end 
of the country to the other, with. the 
thought ever in mind of keeping down 
the administrative cost and at the same 
time not sacrificing efficiency. A sur- 
vey of the different companies con- 
vinced us that the New York Life’s 
method was the-one which had the most 
appeal to us and we decided to make 
that our model. It then seemed to be 
the common sense thing to get a New 
York Life man to help put that agency 
organization in working order, and with 
the consent of the New York Life we 
obtained the man. 

“That was how we embarked on the 
branch office system. The advice of 
several actuaries had been sought as 
to the expense. They figured that at 
the start our surplus would go dowr in 
establishing the branch office system 
but if we stuck to the plan consistently 
the curve would eventually go the other 


way: We had the money to do it and 
did do it. We established 36 branch 
offices. 


Picked Men Carefully 


“We picked our men carefully and it 
has all worked out splendidly. We have 
still some steps to go in order to de- 
velop our agency structure as complete- 
ly as we desire. Announcements about 
this will be made later. We have two 
superintendents of agencies now. The 
chances are we shall increase the num- 
ber and also have an agency director. 

“Of course, we made some mistakes 
with our branch offices in building up 
the structure, such as establishing these 
offices in the large centers of popula- 
tion. Our plan now is that they shall 
be established in centers where we get 
enough business to justify a branch; in 
other words, that they shall be in the 
center of our strongholds. Thus, at 
times we have discontinued offices. 

“Another reason for the success of the 
Reliance Life has been our Perfect Pro- 
tection contract. There has been an ap- 
peal not only to the public but to the 
agents as well in a contract which fur- 
nished health and accident as well as 
life insurance cover- We have felt that 
a man who can sell $200,000 of straight 
life insurance can, with the accident 
and health cover, sell one-third more 
than that. In brief, that a man who is 
a $200,000 producer with most compan- 
ies would be a $270,000 producer with 


Ss. 

“While I know you are not keen on 
permitting any insurance executive to 
tell you how his company pays its claims; 
at the same time I think it would in- 
terest you to know of one incident which 
was a very striking one and knowledge 
of which has not done this company any 
damage. This year we had a death ‘claim 
of $670,000. It was a corporation in- 
surance policy. The policy paid $150,- 
000 to the firm and $520,000 to the widow. 
The entire claim was paid within a 
week from the.date of the insured’s 
death. The insured was the vice-presi- 
dent and sales director of the corpora- 


tion and had the bulk of the insurance 
only for a year.” 


.Low Net Lines 


The Eastern Underwriter representa- 
tive asked Mr. Scott if this loss was not 
a pretty heavy one. 

“For the business as a whole, yes,” 
he answered. “But our net line was 
small. We only write $25,000 net and 
that seems to be high enough. I do not 
believe in a company over-burdening it- 
self with too large a line of its own. 
Life is getting more precarious as: civil- 
ization becomes more complicated. It 
is true that great progress is being made 
in fighting disease, in cutting down mor- 
tality in the case of tuberculosis and 
fevers and diphtheria and a number of 
other diseases, but there are other deaths 
which offset this. Mastoids and sinus 
are claiming many victims, while it is 
extremely painful for an insurance man 
to think of automobile fatalities. The 
aeroplanes are coming in with a host of 
new hazard. Nervous diseases are in- 
creasing. We prefer to play safe, chose 
our risks carefully; not try to write it 
all. At the same time, the smaller pol- 
icies are getting larger and that is a 
healthy sign of the times and a condi- 
tion welcomed by us along with all 
other companies.” 


Mr. McCormack’s Career 


In E. G. McCormack, general man- 
ager and in charge of production, the 
Reliance Life has an executive of great 
capacity. In talking with a represen- 
tative of THE EAsTERN UNDERWRITER this 
week he said: 

“We have been very successful in de- 
veloping agents and I think our agency 
conventions will compare favorably with 
those of other companies. One of the 
leading agents in America at this time 
is a member of our organization, E. J. 
Schellentrager. It is a source of satis- 
faction to us that he has spent his en- 
tire insurance career with the Reliance 
and that he says he will never represent 


< 


any other company. He is only one of a 
number of very fine producers.” 

For thirteen years Edward G. Mc- 
Cormack has held the position of Gen- 
eral Manager of the Reliance Life. Born 
in Nelson County, Ky-, on September 
14, 1867, he received a public school edu- 
cation and began his business career 
as a druggist in Bowling Green. En- 
tering insurance underwriting with the 
New York Life in its local office he was 
successfully appointed instructor of 
agents and agency director of that com- 
pany at Evansville, Ind. In 1908 came 
his appointment as supervisor for the 
Reliance Life in its Kentucky and South- 
ern Indiana. departments with head- 
quarters in Louisville. Directly there- 
after his rise was followed by his ap- 
pointment to the position of assistant 
general manager at the Home office. La- 
ter, he was appointed superintendent of 
agencies with headquarters at St. Louis 
in charge of field organization in the 
Middle West territory and, during Sep- 
tember, 1912, his appointment as gen- 
eral manager was effective. 

As a personality, Mr. McCormack is 
genial, optimistic, resourceful and very 
energetic. He has a real genius for 
making personal friends and is widely 
known among insurance underwriters 
throughout the country. 

In addition to the positive qualities of 
his character, Mr- McCormack’s emin- 
ent standing in the ranks of insurance 
executives may be attributed to three 
factors: 

His bedrock, comprehensive and inti- 
mate understanding of nation-wide con- 
ditions affecting the man in the field, 
his keen insight into human nature and 
the outstanding fact that those policies 
which he has pronounced have been 
largely responsible for the establishment 
of the Reliance Agency Organization on 
a sound and progressive operating basis 
is, after all, the most accurate measure 
of his abilities. 

The Reliance went into accident in 
1911; into health in 1912. A Reliance 
Life prospect can buy an Ordinary Life 
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Group Disability Insurance 


pays employees a .weekly income 
while disabled by any non-occupa- 


tional sickness or accident. 


It is 


issued to groups of twenty-five or 


more, 


Employer alone 


It may be paid for by 


Employer and employees jointly 


Employees alone 


It adapts itself to all types of 


organizations. 


It supplements the 


protection provided by compensation 
insurance. There is a widespread in- 
terest in it among both employers 


and employees. 











policy without accident and 
he cannot; buy with that ¢ 
accident and health policy 
life insurance. 
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WOMEN’S CLUB AND INSURANCE 





Interesting Meetings Being Held Ang 
Addressed By Alice Lakey 
Publisher Of “Insurance” 
_ There was concluded recently q very 
interesting convention of the Gein 
Federation of Women’s Clu}s at We 
Baden, Ind., and from which some aa 
important results are expected as a - 
sult of work done by Alice Lakey . 
lisher of “Insurance” and chairmen 1 
the insurance section of the Gen 
Federation. " 

Another conference of 
Federation of Women’s C 
held in New York City n 
important plans for whic 
made at this time. 

Miss Lakey is to speak at Cha 
on July 13th on “How T 
certainty Certain.” 
Miss Lakey thirty minutes on the pro 
gram. This is a meeting of the Chan. 
tauqua Woman’s Club which has 1500 
members gathered from Practically ey. 
ery state in the Union. These women 
assemble at Chautauqua during the sum- 
mer time. 

Mrs. Percy V. Pennybacker, ex. 
president of the General Federation of 
Women’s Clubs is president of the Chay- 
tauqua Woman's Club and she has ar- 
ranged for a Club: Institute of whick 
Mrs. John D. Sherman, now president 


of the General Federation, will he 
chairman. 


the General 
lubs will he 
ext October. 
h are being 


utau 
o Make tn 
They have allowed 





SUIT OVER STOCK TAX 

Administrators of the late I. S. p 
Sauls, former president of the Conti- 
mental Life of Washington, D. C. which 
holds a Virginia charter, won a ‘suit in 
Richmond, Va., a few days ago for re- 
raged ~3 part of ma estate tax levied 
y the Commonwealth of Virgini 
4,000 shares of the Contines seek 


) ntal stock 
which he owned at the time of his death 
in 1923. It appears that he had pledged 


3,500 shares to banks in the District of 
Columbia and Maryland for loans, and 
the administrators raised the point that 
only the remaining shares were taxable. 





RICHMOND AGENT HONORED 

A brilliant reception in honor of Gen- 
eral Walker B. Freeman, newly elected 
commander-in-chief of the United Con- 
federate Veterans, was given at Ran- 
dolph Hall, Soldiers Home, Richmond, 
following exercises commemorating the 
birthday of Jefferson Davis, president 
of the Confederacy. Salutations were 
extended him by representatives of vari- 
ous Confederate organizations in Rich- 
mond. General Freeman is head of the 
firm of W- B. Freeman & Son, general 


— at Richmond for the New York 
Life. 





A NEW ENGLAND SURVEY 

The “Insurance Age-Journal” of Boston 
prints a three page resume of New Eng- 
land business conditions based on a gen- 
eral survey of insurance. Fall River re- 
ports reduced premium income; [averhill 
is quiet; Middletown, Conn., bout the 
same as last year; New Britain is ahead; 
Bangor is optimistic; Portland premiums 
are running behind; premiums are a little 
off in Augusta, Me.; they are 2head in 
Bath; not much change in Lewiston; Rut- 
land premium is running about even with 
losses small. 


NEW AGENT BIG PRODUCER 

R. Latimer Gordon, for many years a 
prominent business man of {K:chmond, 
began writing insurance for the Atlantic 
Life, April 1. During the month, he 
wrote $142,000 of business and paid for 
more than $100,000. This was the larg- 
est volume paid by any representative of 
the company during April, Mr. Gordon 
continued his good work during May, 
being credited with $123,500 of paid bust- 
ness that month, 
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HONOR TWO WOMEN 





President Duffield of the Prudential 
Makes Miss MacMillan and Mrs. 
Powers Assistant Supervisors 
Miss Estelle MacMillan, who has been 
with The Prudential for forty-one years, 
and Mrs. Anna M. Powers who has 
company thirty-five years, 


served th: . 
given the title of assistant 


ye been 
aor. They are the first women 
po to be so distinguished. The rank 


‘as conferred upon them by the presi- 
‘ent Edward D- Duffield, upon the rec- 
said ‘on of the executive officers, 


dat 

ye ion of the excellent service 
they have rendered the company in vari- 
ous capac nes. a cs 

Word of the promotions spread quick- 
ly throughout the home office and re- 
ceived the most enthusiastic approval 
in every department. The women of 
the home office regard them as another 


step onward in the business progress of 
| and believe a valuable pre- 


their sex 
cedent has been set. 
William W. Van Nalts, the executive 


in charge of personnel, who has known 
Miss MacMillan and Mrs. Powers many 
years, in speaking of the recognition ac- 
corded them, said: 

“They. are both remarkable women, 
and have had unusual insurance experi- 
ence for women. They entered the field 
inthe early days and have kept pace with 
its development- Miss MacMillan has 
heen acting in a supervisory capacity 
for several years. Mrs. Powers is an ex- 
pert in industrial insurance procedure. 
The women policy heads refer to her 
unusual cases. No women in the com- 
pany are more generally and justly re- 
spected and loved by the Prudential 
people of all ranks both in the home 
ofice and in the field. 


UNIFORM LIFE ACT 





Announcement by R. Leighton Foster 
of Ontario, Sent Out to Life 
Insurance Companies 


R. Leighton Foster, the Ontario Super- 
intendent of Insurance, has sent the fol- 
lowing memorandum for publication :— 

“As secretary of the Association of 
Superintendents of Insurance for the 
Provinces of Canada, I should like to 
draw your attention to the fact that the 
so-called Uniform Life Insurance Act has 
recently received enactment by the Legis- 
lature of the Province of Nova Scctia. 
The Act came into force in Nova Scotia 

} the 7th day of May, 1925. 

“The enactment of this legislation by 
Nova Scotia marks the uniform  enact- 
ment of this legislation in every province 
ff Canada except Quebec. Its enactment 
by Quebec is, we hope, only a matter of 
time, rendered necessary by comparison 
c and possibly slight amendment to its pro- 


visions to harmonize with the French civil 
wode.” 





SHOWS BIG INCREASE 


The first ten days of June (Policy- 
holders’ Month), at the Guardian Life, 
shows a 98.5% increase in submitted 
pm over the same périod of June, 


: Old policyholders have reported that 
e these friendly calls from the Agent who 
n originally sold them, has increased their 
. confidence in the services a life insur- 
h ance counselor may render. Cultivating 

old policylolders has been found to be 

a splendid means of building good-will 


lor the company and the field represen- 
tatives, 





More than 
holders. 


rule” service 





Founded 1867 





1924 was placed on the lives of old policy- 
What better evidence could there 
be that policyholders appreciate the “golden 


Men desiring to become agents for a good, old 
line company will realize the advantage of a con- 
tract with this company of satisfied policyholders. 


EQUITABLE LIFE 


INSURANCE COMPANY 


29% of all business written in 


of Iowa’s Oldest Company? 


OF IOWA 
Home Office: Des Moines 








HAS 18,000 BOOKS 





Shelves of Insurance Society of New 
York Crowded; Growing Popu- 
larity of Library 
The Insurance Society of New York’s 
Library Committee reports the number of 
readers using the library in the year end- 
ing April 30th last as 5,770, a large in- 
crease over the number of readers last 
year. The Society loaned 4,299 books and 
during the year purchased 370 volumes. 
The number of books and pamphlets 
in the library at the present time is 18,000 
—unless insurance reporters are short of 
stories in which event the number is de- 

pleted considerably. 





Bristow Qualifies First in 
Mutual Life’s $250,000 Club 


W. O. Bristow, district -manager at 
Franklin, Va., for the Mutual Life of 
New York, was the first to file quali- 
fication for membership in the 1926 
$250,000 club of the company. He filed 
his papers May 29. A short time pre- 
viously, he wrote and paid for six $50,- 
000 policies on lives of officers of the 
Camp Manufacturing Company of Frank- 
lin. This was corporation insurance 
written for the benefit of the company. 





HE DIDN’T WANT ASSESSMENT 

A St. Louis man, James B. Guthrie, 
bought a $5,000 policy of insurance from 
a representative of the National Life 
Association of Des Moines, an organiza- 
tion operating under the assessment laws 
of the Iowa, and drew his check for the 
premium of $104.45. When he received 
the policy and read it he discovered that 
it was assessment insurance and stopped 
payment on the check. The representa- 
tive of the National Life Association 
brought suit and the court gave a de- 
cision in favor of the insurance man on 
the principle of Caveat Emptor, that the 
buyer should take a second look before 
closing the transaction. 





JOINS C. A. FOEHL AGENCY 


C. A. Foehl, manager fo the Prudential 
in New York, announces hte addition of 
Alex H. Saunders to the brokerage de- 
partment of his agency. Mr. Saunders 
work will be that of a contact man with 
the various brokers in the city, acquaint- 
ing them with the facilities to be had 
in the Foehl Agency. He was formerly 
with the firm of Saunders, Block & 
Bryce, life insurance brokers at 48 Wall 
Street, his father, a veteran insurance 
man, being a member of this firm. 


AETNA’S DIAMOND JUBILEE 





All Departments Reported Paid Busi- 
ness Amounting to Over $191,000,000 
For Three Months 
The Aetna Life’s returns from _ its 
Diamond Jubilee show new paid for busi- 
ness obtained during the months of March, 
April and May has exceeded all previous 
tecords in the company’s history of sev- 
enty-five years. The total amount of new 
paid for life insurance, group and whole- 
sale life, and accident and health was 
$191,026,440, or a substantial margin in 
excess of the quota of $183,687,614 estab- 
lished early in February when Vice-presi- 
dent Kendrick A. Luther announced his 

plans for the Diamond Jubilee. 





THE INSURANCE BANK 





Name of New Institution Organized By 
M. E. Singleton, President of Missouri 
State Life 


The first floor of the Missouri State 
Life Insurance Company’s home office 
building at Fifteenth and Locust Boule- 
vard, St. Louis, Mo., is now being re- 
modelled to accommodate the Insurance 
Bank, an institution recently organized 
by M. E. Singleton, president of the 
Missouri State Life Insurance Co., and 
other prominent St. Louis business men. 
The bank is scheduled to open for busi- 
ness on June 6th. It will be a member 
of the Federal Reserve System with 
a capital and surplus of $250,000. 


NEW LIFE COMPANY 


A new Texas life insurance company 
has come into existence this week with 
the attorney general approving -and the 
insurance commissioner filing the char- 
ter of the Seaboard Life Insurance Com- 
pany of Houston, Texas, with a paid 
up capital stock of $250,000 and cash 
surplus of $125,000. All of the $375,000 
was paid up in cash. There was not a 
dollar of promotion stock or organiza- 
tion fees) The company is to write old 
line life insurance, according to an an- 
nouncement by Burke Baker, president, 
who brought the charter to Austin, ac- 
companied by his father, Col. R. H. 
Baker, who is chairman of the board. 
Col. Baker resides in Austin, but spends 
much of his time in Houston, where he 
has large financial interests. At one 
time he was ‘General Manager for 
‘Equitable in Texas. Other officers of 
the company are A. C. Ford, vice-presi- 
dent, and Frank B. Kiley, secretary- 
treasurer. Andrews, Streetman, Logue 
& Moberly are the general attorneys. 


Direct Mail Sells 
An Author Insurance 


PETER KYNE’S CLEVER LETTER 








“Persistency Won Him” is J. Mitchel 
Thorsen’s Comment to Ad Men 
at Briarcliff 





The experience of Peter B. Kyne, 
famous author of the “Cappy Ricks” 
stories in trying to resist the persistency 
of a master insurance salesman, was told 
to the ad men last week at Briarcliff by 
J. Mitchel Thorsen, of Thorsen & Thor- 
sen, New York insurance brokers. It 
was the cumulative effect of the Thorsen 
sales letters which got a response from 
Mr. Kyne, indicating that even authors 
are not immune from salesmanship tac- 
tics, 

Mr. Kyne’s letter follows: 

“Everybody with anything to sell tries 
to sell it to me, consequently my mail 
is filled with a lot of literature in which 
I am not remotely interested, I being 
my own favorite author. With unfail- 
ing regularity I come across selling let- 
ters from your company. I have read 
them all because they are good selling 
letters but I am quite weary of them 
now and my time is worth something. 
You might as well take me off your 
mailing list and save postage. I don’t 
want you to bother me any more, Your 
efforts to sell me insurance [ do not 
need constitute you a private nuisance 
although I will admit that it is not cus- 
tomary to rule folks off for trying. Af- 
ter all, your persistence does deserve 
a reward but I claim the right to give 
you this reward in my own sweet time. 


Promises Thorsen Some Business 


“T am contemplating the purchase of 
a town car for my wife and as soon as 
I decide on the car I will buy it and 
the instant I own it I will call you up 
and- have you insure it against every- 
thing that an automobile can be insured 
for. In particular, I wish to be insured 
to the limit against the depredations of 
bearded gentlemen from the Near East 
who make a habit of permitting one’s 
fenders to brush gently the seat of their 
trousers in order that they may fall 
violently forward on their faces uttering 
shrill cries of murder and sudden death 
as a basis for a blackmail suit later on. 

“You cannot sell me any life insurance 
because I have more in force now than 
my life is worth. Presently I will give 
you an accident insurance policy and 
with these small favors you must rest 
content.” 

This is only one of the many replies 
which Thorsen & Thorsen receive as 
a result of their intensive circularizing. 
They are strong believers in advertising, 
feeling that insurance because of its 
desirability and usefulness needs to be 
brought to the public’s attention in a 
forceful way. Last week as an indirect 
result of a letter sent out fifteen years 
ago, they secured a ten year endowment 
contract for $1,500,000. 





BANKERS LIFE BUSINESS 

New paid-for business of the Bank- 
ers Life Company for the first five 
months of this year shows a gain of 
nearly nine millions over that for the 
same period of 1924. For the first five 
months of the year, the total of new- 
paid-for business of the Company was 
$56,504,148. For the first five months 
of 1924 the total was $47,740,103. The 
exact gain is $8,764,045. 
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William Fox’s Insurance 
©, ¢. LEC Continucd ‘from. fage 1) 
-Pheater in 14th Street, which had been 
a famous burlesque house. 


VAMr.“Huff followed up the ‘$3,000 policy 


with another for $15,000. 

re VBy that*time ‘Fox was looking for new 
wortds;-te;ceonquer- and» he: Jeased the 
Academy of .Music..in. 14th Street and 
turned it into a motion picture estab- 
ishment. For, years the Academy of 
Music was a great. opera house in New 
York, the center of wealth and fashion 
‘and thé~purchase of the property by 
Fox:resulted ma great deal of daily 
, Newspaper publicity and really brought 
him to the front as a new figure in the 
‘life of the city who must be reckoned 
with. 

«The: third: policy that -Mr. Huff wrote 
on: Fox: was for $40,000 and he followed 
that up .with one for $100,000. Fox be- 
gan to add to his moving picture prop- 
efties until at the present time he has 
about seventy-five ‘theaters. After writ- 
ing. the $100,000 policy Mr: Huff wrote 
him every year until 1916, when a policy 
for $250,000 was placed, making Fox’s 
complete line $1,000,000. It was his first 
million. 

Mr. Fox is a man of daring and vision, 

which was*illustrated when he erected 
at’ 165th Street and Broadway the Au- 
dubon “Theater which ‘became at that 
“tine the biggest motion picture theater 
iti New! ¥York. His friends chided him for 
‘going ifito an adventure so extensive in 
that neighborhood, so far uptown, but 
it became one of the most successful 
theaters:in the city. 

It: will readily be seen from the events 
enumerated so far that William Fox is 
avery strong advocate of life insurance, 
that it is just°as necessary in business 
us it is to provect one’s family, and he 
believes firmly in both kinds of protec- 
tion. - He not only believes in carrying 
a full-line. of life insurance for himse‘f 
but is unhappy if his associates and those 


with whom he does business fail to 
insure. 

Helps Huff Write Callers 
One day Mr. Fox called Huff into 


his-office,and as‘:ed him to.sit with him 
whilé ‘lié interviewed six or seven men 
who were waiting outside to see the mo- 
en>:picturesman. To Huff Fox said, 
:“Every man outside wants to sell me 
something for my new Audubon ‘Thea- 
ter; running all the way from ‘chairs to 
rhandeliers.”. The men entered. one at 
4: time, the. procession continuing from 
four to isix in the afternoon, during 
which time eight’ men had been inter- 
viewed, .After ‘Fox had completed an 
intetview he: would say: to his visitor, 
-jNDovyourcarfy insurance?” If the visi- 
turcsaid he did» not do so, Fox would 
argue foriit. olf he already. had a line, 
Fox would: point out why it should be 
large: Mr. Huff: would then enter the 
couversation and |‘ succeeded. in : writing 
seven: out? of eight; the total coverage 
for thé! two hours: being: $128,000. The 
first ofthe! visitors) was Thomas W. 
amb; an architect, at that time not 
wéll known but who has since become a 
very famous one. Mr. Huff wrote him 
for a fifteen-year endowment. 
onde when Mr. Huff was with Mr. 
> Fox in Paris, the moving picture magnate 
‘invited one of his directors to join the 
pair at golf at St. Cloud. Following the 
game on the dinks and, while sitting at 
lunch, Fox diverted the: conversation to 
insurance and a $250,000 policy was writ- 
-ten by Mr. Huff on othe third man. 
During June, which is “Policyholders’ 
© Month” with the Travelers: and when all 
} Travelers’ representatives are seeing old 
:'policyholders, Vice-President James L. 
*!Howard having written to every policy- 
stholder that a Travelers’ man would call 
- during the month, Mr. Huff paid another 
ivisit to Mf. Fox and mentioned to him 
that the ‘Travelers would issue . $10,000 
ito old policyholders without. medical ex- 
amination during-Juné.. Mr. -Fox, by 
the way,.carries, $351,000 in the Travel- 
‘ers. During the course of the chat, Mr. 
iFox not only arranged for a policy to 
ibe written on the ‘life of a: trusted em- 
‘ployee, but paid the premium. It was 
‘a $35,000 policy. ° 
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The Columbian National Life Insurance Company 
BOSTON, MASSACHUSETTS 
ARTHUR E. CHILDS, President 


Columbian National Agents can offer the best in 


LIFE, ACCIDENT and HEALTH INSURANCE 


Columbian National Policies make selling easier. 


Policies backed by one of the very strongest companies in the country, having ample 
capital, surplus and highest standard of reserves. 











WILLIAM FOX 


Two years ago Mr. Fox took out $1,- 
250,000 for the Fox Film Corporation and 
increased his personal insurance $500,000, 
making the latter $1,461,000. This made 
the total insurance that he was carry- 
ing $2,711,000. 


A short time ago Mr. Fox decided to 
take out enough of insurance for the 
benefit of the Fox Film Corporation to 
make that line $5,006,000. This additional 
line amounted to $3,750,000. The total 
amount of his insurance today is $6,- 


461,000. 


Mr. Huff said this week, “I have been 
able to get the entire amount of the new 
insurance in this country and Canada, and 
because of the excellent character of the 
risk, his wonderful physical and financial 
condition, good family life and my knowl- 
edge of the insurance situation, I be- 
lieve it would be possible for me to get 


a total insurance of the life of Mr. Fox 
so that he would carry $9,000,000.” 

The. Fox Film Corporation, by the 
way, started with $500,000 capital, half 
preferred and half common. All the 
preferred stock was retired. The as- 
sets today are about $18,000,000. There 
are branches all over the world. 

Mr. Fox is a family man in every re- 
spect and has surrounded himself in his 


‘business with members of his immediate 


and relatives. 

Atlantic Life field representatives cele- 
brated the silver anniversary of the 
founding of the company by producing 
the largest volume of business during 
May, 1925, that has ever been produced 
during any May since the company be- 
gan business’ Final figures showed a 
total production during the anniversary 
contest of $3,908,685 of business. 
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An A-l Opportunity 


An Agency Manager who must possess a sales past 
and background, is wanted by an “Old Line’ Eastern 
mutual Life Insurance Company for their BOSTON 


Remuneration satisfactory at start with every oppor- 
tunity to build large renewal account for future. 


“Boston,” The Eastern Underwriter 
86 Fulton Street, New York, N. Y. 
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PUBLISHES PICTUREs 
Provident Mutual Breaks . Precedey, 
With an Issue of “Provident Notes” 


Now that the Provident Mutua has 
fallen for pictures in “Proviclent Nojg: 
THE EASTERN UNDERWRITER would not by 
surprised to see illustrations some day j 
the “New England Pilot” ci the Xe 
England Mutual Life or “Points” of th 
Mutual Life. ; 

“Provident Notes” has gotien out wy 
it calls a Charter Membership Extr, P 
the Provident Quarter Million Cly} with 
several dozen pictures. The charter mem. 
bers, whose photos are published, includ 
ibe following Easterners paying for rs 
50C 900 : 


Sigourney Mellor, Charles Selig, |, p 
Miller, A. F. Gillis, J. L. Sinons, A’ y 
Hammer, W. L Mason, J. H. Hartzeli. }; 

A touch of sadness was viven to th. 
issue, however, by reason of the fact that 
the picture on the frontispiece was that of 
Richard S. Dewees, who was president oj 
the Provident Quarter Million Club, pay. 
ing for $1,130,000, but who died on June 2 
The editor managed to get a four page 
folder inserted in the issue, containing 
tributes from officers of the company jn 
memory of this leader. : 


NEW CHILD’S POLICY 

Announcement has been made by the 
Great Southern Life, Houston, of a 
“Child’s Multiple Option Policy” which 
has been devised to provide insurance jn 
increasing amounts on the lives of chil. 
dren. Premium rates are low, rangin 
from $7.33 to $11.44 for $1,000 according 
to date of birth. At age 21 the insurec 
has a life policy in force at a little mor 
than half the regular premium rate, 

The plan provides for a minimum of 
$100 of insurance in force during the 
first year, with the amount increasing on 
a sliding scale until the insured reaches 
21. At that time several attractive op- 
tions are offered, the policy can be con- 
tinued at the same premium rate asa 
whole life policy, or can be continued 
for a reduced amount on other plans 
which the company writes. Control of 
the policy remains with the beneficiary 
until the insured attains age twenty- 
one. Policies will be written without 
medical examination. 


I. A. LEWIS MEN ADVANCED 


Reuben Fink, Former Newspaper Man, 
Promoted to Assistant Manager; J. H. 
Kirkland Now Unit Manager 
The I. A. Lewis Agency of the Equit- 
able Life Insurance Society in New 
York, which paid for five million in the 
first five months of this year, has made 
several promotions in its agency staff. 
J. Howard Kirkland has been promoted 
from assistant to the manager to umt 
manager. Mr. Kirkland, a graduate ol 
St. John’s Military Academy, started 
with the agency in February, 1924, and 
was made assistant to the manager in 
October, 1924. He is well qualified for 

his new work. 

Reuben Fink has been advanced from 
unit manager to assistant manager, SU- 
pervising four units of about iwenty mem 


each. Mr. Fink, a former newspaper 
man, came to the Lewis Agency in July, 
1922, and a year later was made a unt 
manager. In his first year ec paid for 


$500,000. After graduating ‘:om George 


Washington University, Mr. Vink enter- 
ed into editorial work and i 1919 was 
a special correspondent to the Peace 


Conference in Versailles, France, in 1919. 
He is a member of the National Press 
Club and an author of several books. 
Before joining the Lewis Agency he was 
the managing editor of the Jewish Times. 





GONE TO EUROPE 
Perez F. Huff, general agent of the 
Travelers will sail soon for a short tip 
to Europe. 





Henry L, Rosenfeld, manager of The 
Prudential, is in Paris. 





June 19, 
—— 
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Sales Gain 14.6 en “A : 
First Five Months A Record 


LIFE PRESIDENTS’ FIGURES 





Is Insurance Ready 
For Mass Selling? 


QUERY OF PITTSBURGH AD MAN 


of Service 





. The year 1925 marks the seventy-fourth anniversary of the Tells Publicity Men “At Briarcliff Why 
| pipiens! Tnaseage Stowe in Beek Massachusetts Mutual Life Insurance Company. Ever since 1851 the Business Needs Co-operative 
. ae this Company has furnished unexcelled life insurance protecuuon Advertising 
| duced Large Volume at a low net cost and has maintained its record sired he Salih sis) view. “Saaaelil ode aha 
ompilation of the sales of life in- loyalty to its policyholders. lhe eae have brought orth e authority of Pittsburgh, and connected 
te juring the first five months of growth and prosperity. lo-day, as in the past, the has. tole per- with the Peoples’ Saving and Trust 
! ini by the Association of sonnel of the Company is imbued with the spirit of service, a Esiaaaait;-ob.. thed cciak. shad Saat 4 
; a ae Presidents for the U. S. spirit that permeates the entire activity of the organization. checeuali study ok the Mle 
ie ous 


Department of Commerce shows that 
for business—exclusive of re- 


JOSEPH C. BEHAN, Superintendent of Agencies field. At the Insurance Advertising Con- 
. , 


paid ; ference at Briarcliff Lodge last week 
WwW bad Pa whos 7 : ‘f : : . ; 

vals increases and dividend additions Massachusetts Mutual Life Insurance Company he presented the subject Is Life Insur- 

of these 45 companies amounted to HUSETTS ance Ready for Big League Merchan- 

94 324,798.00 during the | first five SPRINGFIELD, MASSAC dising?” in which he gave the results 

: months of this year as against $3,774,- Cupinaied vies 


f 331,000 during the same period of last 











‘ vear, Thus there is shown a gain of ; SRI fee RON TN he APN TO an 


of his investigation. His feeling was; 
strong that every factor in the situa- 














oc 7 OK) t. the ‘ 
$549,967,000 CIE tae dustrial amounted to $933,342,000 an - 
; BH voc: yctantial increase over 1924 for crease of $120,946,000 or 14.9%; an 
ch 7s the first five months, as well as Group amounted to $252,054,000, an in- 
peg - ‘od, is revealed. The increases crease of $103,195,000 or 69.3%. 
Teed to $62 573,000 or 9.1 per cent. The amounts of each class of insur- 
a at ’ ? ss 


ance written by these 45. member com- tion is favorable. for big league merchan- 
panies during ‘the first five months oi dising methods. Backing up this state- 
1924 and 1925 as well as increases in ment, he said, “The product is right: 
lyZ> over lyz4, are shown: in the accom- 


Life insurance has a national distribu- 
panying table: 


tion, as well as a favorable state of puv- 





in January; $109,412,000 or 16.5 per 


: COMPANIES he mind. The cost of such merchan- 
t. in February; $75,850,000 or 8.4 per TOTAL NEW PAID-FOR LIFE INSURANCE—45 UNITED STATES 
cent. ’ ’ ’ 


dising, working in co-operation, should 





















































































































































: ; . Dividend Additions not be prohibitive. Experience in the 
cent, in March; pena a «| ly aes (Exclusive of Revivals, Increases and a en ; neo ga ial co aldiline ; sececheadiiien an; ames 
per cent. in ge 2, Fine pagan of Month 1924 19 - commodities gives every reason to be- 

e 21.1 per cent, in May. lieve that such a program, well con- 

a May reached the enormous total oi PARMAR F< aiceacrcnrcaaiccsecedrpcees $ 691,341,125 $ 753,914,004 $ 62,572,879 — conceived and thoroughly executed, will 

h $079,803,000 which has been exceeded FOB Eta Sisdiccansinanasesssercencartece 663,736,179 773,148,154 109,411,975 16. 7 be pemmiiea™ 

n only in December of 1923 and 1924. March wwe 827,023,745 902,874,001 ore an One of Mr. Price’s significant remarks 

|. The total for May, as to each class of April ee eae ee ee 783,775,310 915,059,259 eae 21.1% to the ad men was “America is buying 

8 insurance, pares all ey i Pa May © Aitniieseie tases 808,954,836 979,802,630 O47, f° ‘life insurance but is not being sold it 

Ig month; likewise, all records ior the nr pe in any proportion to its ability ‘to buy. 

: ee pod Seed Ne dake . $3,774,831,195 $4,324,798,047 $549,966,852 14.6% He attributed the increase in volume to 

Demg May, Ceamery Sncm ann E—4 TATES COMPANIES the intelligence of the public in provid- 

$722.962,000, an increase of $122,638,000 NEW PAID-FOR LIFE INSURANC 5 sipiapies. Ss as ac: dnc tn torene: Hci te 

of or 20.4% ves ae eras of Ve, (Exclusive of Revivals, Increases and Dividend Additions) vor of mass selling methods, The num. 
le to $217,755,000, an increase o ass INSURANCE ber of prospects is without limit, anc 
mn 000 or 25.4%; and Group amounted to er spare Cini acer 3k once sold, the desire is cumulative. De- 
es $39,106,000, an increase of eget! i. Month 1 scribing life insurance in the advertis- 

p- 11.7%. During the five-month period, 945.143 9.1% ing vernacular, Mr. Price said, “You er 

n- Ordinary amounted to $3,139,403,000, an fanuary cesssssssssseseeeennseenne $ pgregen $ poperes $ 201735 10.7% merchandising’ a package which wll 

: increase of $325,826,000 or 11.67%; In-  Pebruary cesses sscansessnecaneces ponggh 668-447 425 33,255,030 5.0% stand up under time. 

ep ————— Pe RE RE A OO March ae pr i ae ei a 580,949,207 651,735,455 70,786,248 12.27% Why Co-operative Advertising ? 

1 GARDNER MADE SECRETARY a siasasofaghadcstueoeshsncivbesonsseotecee aaa soe 103 722,961,934 122,637,831 20.4% KARA ce ‘tecuinies) tbalbadiiedad i 

Yo saraceceerecssccersercccrececseseneretones ’ ? é . Ss j x s 

“4 The ee kh we — $2,813,576,876 $3,139,402,843 $325,825,967 11.6% ions —. me upon a a pe 

y- pointment of illiam ; ardner as ,019,9/0, ait tala ic is still hazy as to the many ways it 

ut sche secretary effective June 1. Mr. INDUSTRIAL INSURANCE which life insurance can meet its speci- 
Gardner for the past several ig has , 1924 1925 Increase over 1924 fic needs. at is the duty of life insur- 
t in charge of the company’s adver- Month ance to define clearly and sharply, bu 

D Gand hax also sine. agency pro- 79,655,720 $ 147,440,905 $ 32,214,815 17.9% in an exceedingly elemental way, the 

a ON Cpe a nant Ammer ee RANE . 143762 189 177,666,182 33,903,993 23.6% scope as well as the limitations of its 
will take over most of the duties hitherto February egy 193.604,201 36,812,378 23.5% various packages. “I advocate co-op- 

om : 156,791,823 004, ads 

1. 2S MR i tse ge hn presen eS 158 557,021 196,895,417 38,338,396 24.2% erative advertising for life insurance, 

4. 9g: to the ee < aeons PRDEN Sioa 173'628,947 217.734,827 44,105,880 25.4% ——_ Bw ine _pockure aimee 

a who 1s g ing with the onnecticu en- May dian Gacioioessbectccadeaedenccscceeseseses ’ , b make the eld more te > ¢ - 

lit- . Paes. Re ; f ive-f > Se ‘ork by creat- 
eral as assistant. Mr. Rice recently under 120,945,832 14.9% tive for the present workers, y crez 

ie went an emergency operation here for ap- $ 812,395,700 $ 933,341,532 $120, ing new potential, which they, as iv 

= pendicitis and will not be able to enter GROUP INSURANCE dividuals working in a limited sphere, can 

. actively upon his new position until about 1924 1925 Increase over 1924 never create. “I believe that the in- 

or the middle of June. He came with the Month - " creased volume which would result from 

re Atlantic Life in 1921. Previously he was $ 19,126,798 $ 68,969,349 $ 49,842,551 260.6% the hig nationalization of the project, 

"o connected with an advertising agency in — Jamary sss 15,421. 426 36,727,693 21,306,267 138.2% would ina very short time establish new 

ted Richmond. The Atlantic Life has yet to February s.-sssssssssesssseseeees 35,039,527 40,822,375 5,782,848 16.5% volume sufficient to absorb costs. I be- 

er announce the appointment of a successor March ......... Sesssescosenserecedecsssoeee 14 265,082 66,428,386 22.159.304 50.1%  fieve that, irrespective of costs and theo- 
na to William H. Dallas, superintendent of April .........-.0-+ee see ees 35 001 786 39,105,869 4,104,083 11.7% retical cbjections, it is th= altruistic duty 

Re agents, who resigned this office a month May  ...cccssssssessessserseceensenerereneees 01, AV, of pa life institution as an institution to 
of so ago to become superintendent of $ 148,858,619  $ 252,053,672 $103,195,053 69.3% discover itself to America. 

om agencies for the Aetna Life. a es 

su- = 

neil 

- Ve Provident Mutual 

” A rate book carried about and occasionally displayed by a non-producer rovl e ’ hi 

vo might be a form of Company ae scum anaie Life Insurance Company of Philadelphia 

- 3ut we do not believe in that kind of 2 ; Ne : 

os Life officials are certain that they can well afford to put an added eb Pennsylvania Founded 1865 

pace ment in the man who carries their rate book in order to help him to succeed. 

(919. So they give a thorough correspondence course to all new men and supple- 

ress ment it by personal co-operation and prompt service. 1865 Sixty Years Old 1925 

oks. Believing that a successful agent is the best form of Com any 

5 : advertising, Lincoln National Life officials nt to hundreds o 
based men scattered over the country as examples of the fact that ; : g h ‘ h 
s it pays to Provident agents in their approach have the 
(CINK UP (wit THE LINCOLN) advantage of the national advertising of the 
the = 4 < or pee 

trip The Lincoln National Life | e Co: Company which is striking and original, 

e Lincoln National Life Insurance Co. EE Se 
winwmnnnanee  o and also of a Direct ampaign 

‘The ‘Lincoln Life Building Fort Wayne, Indiana 

More Than $365,000,008 in Force . 
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LIVE HINTS FOR BUSINESS GETTERS 





Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 

















Hospitals, schools, 

Bequests colleges and _institu- 
and tions organized for 
Endowments charitable or educa- 


tional purposes experience difficulty at 
times in securing sufficient funds to 
carry on their work in the most effec- 
tive manner, points out the Connecti- 
cut Mutual Life. Such institutions are 
often dependent upon endow- 
ments for their maintenance. 

Fortunately men of great wealth con- 
tribute large sums to these institutions 
and make possible the continuance of 
their good work. 

Many men of moderate means, how- 
ever, who are eager to assist in such 
movements find it difficult to make 
worthwhile contributions without sacri- 
fice to themselves and their families. As 
a result they are often discouraged in 
their ambitions. 

Life insurance, however, provides the 
way by which relatively large sums can 
be endowed. The premium outlay is 
comparatively small and such funds up 
to 15% of a man’s income are held to 
be allowable deductions in connection 
with a federal income tax return. Grad- 
uating classes of colleges and universi- 
ties are using life insurance to provide 
funds for their colleges. 


solely 


x ok x 
A sales talk on 
Sales Talk monthly income by W. 
On Monthly | Terry, of the Ohio 
Income State Life that has 


punch is the following: 

Naturally, your wife is devoting her 
life to the care of you and family. She 
has had neither the time nor the desire 
to acquire the knowledge of investing 
or caring for money. No matter how 
good a business woman your wife may 
be, is it a fair proposition, Mr-—,to 
thrust upon her, at a most distressing 
time, your life insurance money in a 
lump sum along with your general 
estate? 

To whom would your wife or family 
go, regarding the investmént of your 
life insurance money? Your lawyer? 
Your business associates? Your friends? 
Your relatives? All well meaning peo- 
ple—but—do you wish your life’s am- 
bition to fall into their hands? 

Your family will have no Rule with 
which ‘to méasure money. The lump 
sum seems measureless. It often de- 
velops that they live in a “Fool’s Para- 
dise,” in a world of Sham Values. 

The REAL feason why you are work- 
‘ing and buying life insurance is to pro- 
‘vide for your family. THEN—Why not 





buy the income ITSELF instead of buy- 
ing capital? It is the ONLY plan that 
will be a guarantee that your insurance 
will serve the purpose for which it was 
intended. 

A Guaranteed Monthly Income Con- 
tract means that your family will have 
a clear insight into the future. It means 
that they CANNOT fool themselves re- 
garding their income. It means that 
they CAN adjust their lives to a proper 
basis, which they can UNDERSTAND 
and ARRANGE for. 

The more of your estate you leave 
under the Guaranteed Monthly In- 
come Contract, the more certain you 
will be that your wishes will be carried 
out, for the following reasons: 

There is no possibility of dissipating 
a monthly income and it cannot be re- 
duced by administrative expense. The 
amount guaranteed is absolutely net. 

It cannot be misspent through exag- 
gerating size. The monthly sum is the 
unit in which the wife and family is 
accustomed to think. 

It cannot mean a large ,sum left in 
the bank and checked against at will, 
while it is giving no return on the prin- 
cipal. 

It cannot be loaned or capitalized by 
well-meaning but inexperienced relatives 
to “set up” a business. 

It cannot become the prey of unscrup- 
ulous business adventurers. 

It cannot be assigned, attached, or 
drawn in advance. 

It cannot fluctuate, regardless of 
land values, rates of interest or finan- 
cial disturbances. 

It cannot be diverted to other hands 
through a will-breaking law-suit. 

All of this, The Ohio State Life In- 
surance Company guarantees in their 
Monthly Income Contract, and further- 
more for twenty years after the death 
of the insured, the beneficiary, if living, 
will receive a check every month for an 
amount which( in your estimation, should 
be provided for them. 

To buy Monthly Income Insurance, 
Mr.—, is NOT to decrease your present 
estate by the amount of the premium. 
You merely insure the character of your 
estate. Therefore, would it not be a wise 
plan NOW, while you are in good health, 
to arrange for an INSURANCE ES- 
TATE under the Monthly Income Plan 
at a small annual deposit? 


* * * 

ere Are life insurance 
Portabnal “drives” of value? asks 
“Drive” Mutual Life “Points. 


The first duty of the 
life insurance Salesman is to place life in- 
surance as it ought to be placed—upon the 
persons who need insurance and in a way 
to cover the need; this goes without say- 
ing. Assuming that all business is proper- 
ly placed, however, we think the “drives” 
do have value. Most successful “drives” 
are carried on by skilled Salesmen who 
have long been steady and consistent in 
their production. The consensus of opin- 





Force . 
Payments to Policyholders....... 








INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 


RICHMOND, VIRGINIA 
the most liberal forms of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable —_. semi-annually or quarterly, 
INDUSTRIAL Policies from $12.58 to $1,000.00, with premiums payable weekly. 


CONDITION ON DECEMBER S31, 1924 


severe rcccecccceccsecscesccccssesessccccssesesesscacnccesesccsccccccccscosccceeh 41,5a1;aBde ld 
Linbilities «....cccccccccccsccccccccsccccescoccccccescess * ies 


Total Payments te Policyholders Since Organization...... 
JOHN G. WALKER, President 
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ion among those who have made records 
in “drives’ is that a “drive” has its prin- 
cipal value in showing the possibilities of 
intensive work and in establishing a mark 
that has the effect of keeping a Salesman 
working nearer his actual powers. The 
“drive” establishes the fact that the suc- 
cessful salesman can do more, without kill- 
ing effort—by planning and careful use of 
time. It also establishes the fact that any 
Salesman can better use his powers and 
therefore increase his production. What 
the producer of large volume can do, the 
producer of small volume can do—at least, 
in proportion. “Drives,” say many sales- 
men, do have a real value beyond their ac- 
tual and immediate results to the individual 
—they point out by example, not by pre- 
cept, the possibilities of improvement for 
all Salesmen if they will utilize the methods 
of those who make the records. 


x ok 

Sells Case After a morning de- 

In Lunch voted to Group insur- 
Hour ance, C. P. Frey, of 


South Norwalk, drop- 
ped into a lunch room. Business still 
uppermost, Mr. Frey broached the sub- 
ject of Group to the proprietor, solicit- 
ing for the Connecticut General: 

_ The case was too small for Group— 
it was a small candy store and light 
lunch place combined such are numer- 
ous in all cities and towns. The em- 


SS 


ployer was interested, howcve 


. : 
a very short time had signe‘ up omg 
surance covering his eighteer employee 
Commissions earned during that jy . 
hour will take care of Mr. Frey’, re 
ches for some weeks to come 
kk Ox 

See All : In selling busines 
Partners apeeneece, che question 
Together arises, “Shall I see all 

of the p 


artners toge. 
ther, or shall I talk to one, and let tis 


sell the idea to the other (or Others) >" 
The experience of Hyman Berman af 
the New York Agency, of the Mutual 
Benefit as told in “The Pelican” has 
been that in a business instirance case 
it is better to see at the sane time all 
who are interested, 
The danger of selling one Partner 
and leaving him to sell the other, is that 
the partner who has not heen inter- 
viewed runs a much better chance of 
unselling the first partner than of being 
sold by him. 
Moreover, when the agent comes back 
to take the matter up again. the Pros- 
pect is able to say: 
“Well, I’ve talked it over with my 
partner, Mr. Brown, and we decided we 
weren't interested.” _ 
Mr. Berman asserts that he has never 
had a single business case go through 
where he sees only one of the partners, 








growth of Life Insurance. 








Our Ninetieth Birthday 


Ninety years ago, April 1, 1835, Massachusetts chartered the 
New England Mutual. This is the oldest Charter now existing. 


_ The granting of this Charter had a vast significance, for it 
introduced a New Idea, which cleared the way for the present 


THAT IDEA WAS MUTUALITY 
NEW ENGLAND MUTUAL LIFE INSURANCE CO. 


Boston, Massachusetts 



















= 
= 


























cessf«; business: 


bd 








34 Nassau Street 





THE MUTUAL LIFE 


The Mutual Life Insurance Company of New York has a 
record of EIGHTY-TWO YEARS of prosperous and suc- 
It has passed through panics, pestilence 
and wars unharmed, and to-day, as a result of eight decades 
of endeavor, offers financial strength, reputation, magni- 


tude, leadership, and life insurance service. 


Those considering life insurance as 


a protession are invited to apply to 


| The Mutual Life Insurance Company 
of New York 
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smith-Ekern Fight Up 
To Wisconsin Senate 


OFFICERS APPEAR 


COMPANY 


Deny Influence Was Exerted in Connec- 
tion With Legislation; Fricke Praises 


Commissioner Smith 








Not until the special Wisconsin sen- 
ate committee which has been investi- 
gating the controversy between Insur- 
ance Commissioner W. Stanley Smith 
and Herman L. Ekérn is ready to re- 
port -its findings, will the senate take 
action on the big insurance codification 
pill 175-S. This bill was laid over until 
the report had been made. Senator 
Sauthoff, chairman of the investigating 
committee, amnqunced that the report 
will be ready probably by the end of 
the week. Testimony before the com- 
mittee during the past few days was on 
three specific points. It was specifically 
denied by Attorney General H. L. 
Ekern that he represented any insur- 


ance companies as charged by Insur- ~* 


ance Commissioner Smith when he ap- 
peared before the state senate in op- 
position to the insurance. codification 


bill. 

Mr. Cleary, -vice president of the 
Northwestern Mutual Life and George 
A. Boissard of the Guardian Life ap- 
peared before the committee and spe- 
cifically denied that the old line insur- 
ance companies had drafted the insur- 
ance bill as charged by Charles E. 
Whalen of the Modern Woodmen in a 
letter to its membership. 

On Tuesday, Dr. W. A. Fricke, 
former insurancé commissioner of Wis- 
consin and in charge of the drafting of 
the insurance laws recodification bill 
for Insurance Commissioner W. Stan- 
ley Smith told the committee that Com- 
misioner Smith was unbiased in his at- 
titude toward mutual and stock insur- 
ance companies “I never worked with 
anyone who was so insistently and con- 
sistently engaged in the interests of 
the policy holder as was Commissioner 
Smith,” Dr. Fricke told the committee. 

“What is the fact as to - whether you 
were opposed to fraternal organizations 
as against old line companies,” he was 
asked by Attorney for Commissioner 
Smith, Ralph M. Jackman. 

‘I was not and am not now opposed 
to fraternal organizations,’ Fricke re- 
plied. “I belong to most of the fraternal 
organizations and in fact when I was a 
candidate for insurance commissioner 
the opposition to me declared that they 
were against my appointment because 
Iwas supposed to be friendly to the 
fraternals. 

Dr. Fricke denied the statement made 
last week by Charles E. Whalen, an 
official of the Modern Woodmen that 
Commissioner Smith had stated to the 
senate committee hearing the arguments 
on the bill that the old line companies 
had been permitted to draft the pro- 
visions of the measure affecting them. 

e declared that representatives had 
been called in for suggestions but that 
they did not draft any section of the 
bill He also told the committee that 
Mr. Whalen had informed him that he 
was not so much opposed to the pro- 
posed law as he didn’t like the attitude 
of the department to fraternals.” 

Dr. Fricke told the committee that he 
had spoken to Attorney General Ekern 
asking his help and advise on the bill. 
Attorney General Ekern he said had 
expressed himself as glad to advise, but 
that he could never get Ekern when he 
had him called by telephone. Michael 

ary, former insurance commissioner 
also appeared before the committee for 
a brief questioning. He said the old 
lines companies did not draft the insur- 
ance bill. 

On Wednesday Attorney General 
aj L. Ekern branded as false the 
Charge made by Insurance Commission- 


er W. Stanley Smith that Ekern appear- 
ed in the interest of insurance compan- 
ies when he opposed before the senate 
the Smith insurance recodification bill. 

Asked by his attorney, former At- 
torney General Frank L. Gilbert, if he 
had appeared in the interests of his 
private clients for compensation against 
the bill Ekern emphatically answered: 
“T did not and the charge made that 
I did so is false.” 

Thursday’s session of the hearing was 
devoted to the cross examination of At- 
torney General Ekern by Ralph M. 
Jackman. Attorney General Ekern em- 
phatically denied that he had talked 
with anyone about getting the opportu- 
nity of appearing before the senate sit- 
ting as a committee of the whole to 
speak on the bill. He stated in answer 
to questions that he spoke to no legis- 
lator about the measure to the effect 
that the bill “ought to be killed” but 
had expressed serious doubts about the 
measure to some. 

“Didn’t you tell Senator Heck in the 
Madison Club that the bill ought to be 
killed,” Mr. Jackmen asked him. _ - 

“That’s beyond me. I don’t remem- 
ber,” Mr. Ekern answered. 

Attorney General Ekern during the 
course of quizzing by Mf: Jackman on 
the merits of the bill attacked a num- 
ber of its features. He also declared 
the existing securities deposit provi- 
sion of the insurance code, which re- 
quires companies making a deposit with 
the state of $100,000 as a “fraud, de- 
lusion and no protection to the stock 
holder.” 

“Here is a company having millions 
of dollars of liabilities and with $100,- 
000 security put up in the hands of 
the state treasurer. That’s no real pro- 
tection,” he said. “And worse, it pre- 
vents’ the mutual companies which can’t 
raise this sum. to begin with from doing 
business.” 


AETNA LIFE’S SALES COURSE 


400 Persons Enrolled in Training School 
In Its First 6 Weeks; H. P. 
Gravengaard Instructor 


Nearly 400 persons have enrolled in the 
Aetna Life’s Sales Training Course in 
its first six weeks, according to a report 
issued by Vice-President Kendrick A. 
Luther, including general agents, full 
time and part time agents, _ brokers, 
group representatives and agency and 
home office clerks. The ages of these 
students vary from 20 to 65 years and 
several of them have service records of 
25 years or more with the company. 
Many of them are college graduates, and 
not a few of them have taken life in- 
surance course at New York University 
or the Carnegie Institute of Technology. 

The training course which was the re- 
sult of research and experimental work 
extending over several years has been 
under the ladrship of H. P. Gravngaard, 
manager of sales training. It is pre- 
pared in five handy volumes, the first 
volume containing Mr. Gravengaard’s 
conception of “The Life Insurance Man 
of the Future.” The second volume 
takes up the origin and development of 
life insurance and gives a concise his- 
tory of the Aetna Life. Volume three 
gives the functions and principles of 
life insurance, volume four describes the 
company’s policy contracts, and the last 
volume is a detailed discussion of selling 
methods. The-students are required to 
take an examination upon completion of 
each volume, receiving “Certificates of 
Completion” when the final examination 
has been passed. Diplomas are awarded 
when a student pays for a minimum of 
five. cases, totalling at least $50,000 of 
insurance within six months after com- 
pletion of the course. . : 

In addition to the correspondence fea- 
ture of the sales training work. Mr. 
Gravengaard has inaugurated a system 
of traveling schools, the first of which 
opened in Milwaukee on June 8. It will 
continue three weeks. 
is conducting this school personally and 
is instructing three classes each day. 
There are about fifty students enrolled. 


Mr. Gravengaard — 


LANE AGENCY CONTEST 

The members of the Lane Agency, 
New York, have planned a novel race 
for the second half of 1925. It will take 
the form of an Automobile Endurance 
Contest, each representative being desig- 
nated by a miniature yellow taxi, which 
will be advanced, day by day, as.he pays 
for business: Arrangements have been 
made with the Yellow Cab Manufactur- 
ing Company of Chicago, and. the Yel- 
low Taxi Cab Company -of New York, 
for one hundred toy cabs, which they 
have loaned the Agency -for the dura- 
tion of the race. 














FLORIDA 


offers an unparalleled opportunity to the 
agent who will come now and stick on 
his job, ‘ 
W. R. Letcher, General Agent 
PACIFIC MUTUAL LIFE 
JACKSONVILLE FLORIDA 








FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building - 

Des Moines, Iowa 








HOME LIFE 


Insurance Company of New York 





ETHELBERT IDE LOW, President 


The 65th Annual Report shows: 
Premiums received dur- 





ing the year 1924..... $8,003,453 
Payments to Policyhold- 

ers and their Benefi- 

ciaries in Death 

Claims, Endowments, 

Dividends, etc........ 6,321,524 
Increase in Assets...... 2,801,906 
Actual Mortality 62.4% 

of the amount ex- 

pected. 
Insurance in Force..... 260,530,414 
Admitted Assets........ 51,457,218 





FOR AGENCY APPLY TO 


GEORGE W. MURRAY 


Superintendent of Agents 
256 Broadway New York 




















The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment # SOLD 


NEW ‘ THROUGH 
orpinary J High Value “ITS OWN 
POLICIES | Attractive and Novel Features AGENCY 

w Cost STAFF ONLY 

Which, with especially favorable Industrial Contracts, 

give Agents unsurpassed money-making opportunities. 

E. J. HEPPENHEIMER, President 

GEO. T. SMITH, Vice-President AS. F. NETTLESHIP, 2nd Vice-President 
DUNBAR JOHNSTON, Seeretary R. DROWN, Asst. Sec’y and Asst. Treasurer 


HOME OFFICE, JERSEY CITY, N. J. 








reputation for stability amd fair dealing. 
Has always 
Has always extended reasonable 


Ineergorated 18 


BERKSHIRE LIFE INSURANCE COMPAN 


PITTSFIELD, MASS. 
FREDERIC H. RHODES, President 
his Company gas always pursued those policies in the conduct of its business that have given it a high 


rendered the highest grade of — to its polloyholders 
rn po ry 


Ts. 
to its representatives to develop and hold 





their business. 


terest of all its policyholders. 
JOHN BARKWR, Vice President 





Its — contraets give to each individual insurer full protection, safeguarding, at the same time, the 


ROBERT H. DAVENPORT, Secretary 













NEW POLICY 


Disability Benefits of $15.00 per $1,000.00 
Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 
Loans at end ef 2nd year 
The Manhattan Life Insurance Co. of New York 

















helps. 











Des Moines, Iowa 


HELPING THE SALESMAN 
TO HELP HIMSELF 


The Bankers Life salesman is constantly receiving assist- 
ance from the Company in the shape of practical, concrete sales 


Strong, convincing letters, extra dividend checks, radio 
maps and programs, birthday cards and numerous other 
methods. give the Bankers Life salesman a decided “edge” in 
presenting and selling his contract. 


BANKERS LIFE COMPANY 
GEORGE KUHNS, President 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 





lished every Friday by The Eastern Un- 
derwriter Company, a New York corpora- 
tion, office and place of business 85 
Fulion Street, New York City. Clarence 
Axman, President and Editor; W. L. 
Hadley, Secretary and Business Manager; 
Edwin N. Eager, Associate Editor; 
Jerome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 


netuspaper. Tclephone number: Beek- 
man 2076. 
Subscription Price $3.00 a year. Single 


copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York 
under the act of March 3, 1879. 








USE AND OCCUPANCY 
Recent developments indicate that use 
and occupancy insurance is about to un- 
dergo another radical change, in that 


the coinsurance principle will shortly 


become the rule rather than the ex- 
ception in this class of imsurance. 

Ten years ago practically all the use 
and occupancy insurance written was 
valued and on a per diem basis. About all 
an adjuster had to do was to determine 
the length of time it would take te re- 
establish the insured in business and, 
the daily value being entered in the pol- 
icy, he multiplied such daily value by 
the number of days and the amount of 
the adjustment was fixed. The amount 
payable might bear some relation to 
the real use and occupancy loss, but 
there was at least an even chance that 
it would not. Some glaring instances 
of excessive payments ufder these forms 
brought about the first important change 
in recent years in the use and occupancy 
contract, i. e., the elimination of the 
valued feature, and for several years 
past there has been practically none. of 
this business written under valued poli- 
cies, 

The elimination of the per diem fea- 
ture and’ the substitution of the coin- 
surance feature, therefore, is the second 
radical change in recent yeat's and most 
underwriters believe that this change is 
going to have a more direct bearing on 
the loss ratios because most of them 
agree that to maintain anything like 
the present loss ratios the coinsurance 
form will make necessary a substantial 
increase in rate over the per diem form. 

Competition is probably going to make 
it impossible to obtain the necessary in- 
crease in rate, with the result that use 
and occupancy loss ratios are going to 
rise, and this class of insurance, instead 
of being. profitable to all companies 
writing it freely, will. show loss ratios 














of agencies, seeing large Home Office party off for the South to enroll 


ville & Nashville and allied lines, 


corresponding more nearly with the gen- 
eral run of the companies’ business. 
Those companies that make an under- 
writing profit on their general class will 
probably make a profit on use and oc- 
cupancy, and those which lose money 
on their general business are likely 
to lose on use and occupancy. It will 
take a term of years to determine the 
effect of the change. 





DR. LOVELACE A LITERARY FIND 

The Evening Post of New York City 
is running at the present time the most 
engrossing, constructive stories of in- 
surance which this paper has ever seen 
in print from the pen of one man. They 
are by Professor Lovelace of New York 
University and appear three times a 
week. 

Starting to tell the story of life in- 
surance in an intimate and chatty fash- 
ion three times a week, Dr. Lovelace 
made such an impression with his liter- 
ary quality, clarity of thought and force- 
ful argument that he was asked to 
write on other subjects, too. The frank 
object of the articles is to convince the 
public that it should be not- only ade- 
quately but intelligently insured. This 
week he began on public liability motor 
insurance, and to illustrate that the New 
York “Evening Post” has a real find 
in Lovelace, it is, only necessary to 
quote a few paragraphs of his uncon- 
ventional but 
these articles: 


pat style of composing 


You remember De Maupassant’s story 
of the “Costly Outing”: Poor Hector 
de Gribelin earned 300 francs for some 
extra work and took his family for a 
picnic in the country, For them, he 
hired a rig of some sort; but for him- 
self, a horse for his first horseback 
ride. Passing through the streets of 
Paris on the way home; he knocked 
over a poverty-stricken old woman who 
was sly enovwh to keep to the hospital 
as long as Hector could pay the bills 
and then, refusing to get well, found a 
home in his house. * * * 

A New England acquaintance of the 
writer’s had a somewhat similar experi- 
ence in the modern manner—that is, 
with an automobile instead of a horse. 
In the winter he stored his car and can- 


under $150,000,000 group policy. 


celed his automobile insurance for the 
une’ fired term. 

On a bright Sunday morning the fol- 
lowing April he and his family suddenly 
decided upon a ride to the seashore. 
The car’ was rolled out of the ‘garage 
and was dusted, polished and lubricated; 
water, gas and oil were taken aboard, 
and the start was made. About three 
blocks from home a woman darted from 
behind a standing automobile directly 
in front of the moving car and was 
knocked down, As rapidly as possible 
they took her to a hospital. Now the 
anxious owner of the offending auto 
sought his lawyer. He had not obtained 
a new automobile policy. What would 
he do? To make a long story short, 
after a conference between the attorney 
and the injured woman it was agreed 
that her hospital. and doctor’s © bills 
should be paid, as well as her salary for 
the time she would be absent from her 
work. And she stayed on and on and on 
in the hospital—month after month. . 

After six months she said she felt able 
to go home, but she could not return 
to her work. Her nerves were still 
shattered, She must have time to re- 
gain her strength, * * * 

' How simply everything would have 
been arranged if an automobile policy 
providing liability protection had been 
taken out before this little New Eng- 
Yand family started for the seashore on 
that beautiful but fateful April mornirig. 

Several different safeguards are ‘to be 
obtained through an autmoobile insur- 
ance policy, but the most important of 
all is the liability protection. You may 
wreck another man’s car as well as your 
own and have a big bill to pay; but if 
your car injures or kills a human being, 
there is no telling what it may cost 
you. * * * 

I have just read a newspaper dispatch 
announcing that a poor college professor 
has filed a petition in bankruptcy. He 
was found by a court to be responsible 
for an accident in which his automobile 
was involved. 

A judgment was rendered against him 
for $1,313.49. His total assets amounted 
to $371.29, probably the value of his car 
and few dollars in the bank. 

What a price to pay, when an insur- 
atice company would have paid the bill 
if only it had been asked to assume the 
risk in return for a moderate premium! 





William H. McGee, prominent in 
marine insurance circles as the head of 
Wm. H. McGee Co., has- arrived 
home from his trip. to Europe. Mr. 


McGee’s marine agency recently moved 
into its handsome new home here. 


-president in chisin 
60,000 employes of the Lous. 


David Van Schaack, director of the 
Bureau of Inspection and Accident Pre- 
vention of the Aetna Life, has accepted 
an invitation from Secretary of Com- 
merce Herbert Hoover, to serve asa 
member of the committee on causes of 
accidents of the Conference on street 
and highway safety. Mr. Van Schaack 
has been active in the National Safety 
Council since its organization over ten 
years ago, and served two terms as 
president. It was becatise of this ex- 
perience, as well as the accident pre- 
vention work he conducts for the Aetna 
Life, that Mr. Hoover selected him. 

x *k x 

Arthur E. Bagley and his work as di- 
rector of the Metropolitan Life’s radio 
setting up exercises is the subject of’ 
an article in June “Association Men,” 
the Y- M. C. A. magazine. Mr. Bagley 
has received 82,000 letters since he first 
began to broadcast from the Newark 
Y. M.-C. A. in June, 1924. One promi- 
nent New York bank president said 
that “Bagley’s bugle” had done more tor 
him than golf. ‘ 

Carroll Frey, who has given such able 
assistance to Stewart Anderson in the 
editing and issuance of the Penn Mutual 
Life’s three opening publications, is away 

* * * 

J. R. Moore, secretary and manager 
of the Eastern Automobile Underwriters 
Conference, has gone to Europe for a 
six weeks trip. 


OHIO AGENTS MEET 


Hot Weather Cuts Down Attendance; 
W. H. Bennett, Spencer Walton and 
Senator Ramey Among Speakers | 

The twenty-ninth annual convention 





of the Ohio Association oi Insurance 
Agents opened Tuesday at Toledo with 
a scant attendance, less thar one hun- 
dred agents having registerod by _ the 
end of the first day. At a brief. aiter- 
noon session President Agier delivered 
his address and Secretary omlinson 
read his report. Commission*: Conn of 
Ohio and Vice-President Speicer Wel- 
ton of the Fidelity & Deposi’, were the 
banquet speakers. 

The feature of the second day of the 
convention was an address }y Homer 
A. Ramey, State Senator, »!0 spoke 
on legisiation. Secretary alter H. 
Bennett of the National sociation, 


brought greetings on behalf v: that as- 
sociation and congratulated th: Ohio as- 
sociation on the work accomp!shed. 


annual ‘meeting be changed to he 
ber, which met with general approval, 
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FIRE INSURANCE | 





Maxwell-Chrysler 
Cars Will Be Sold 
With Auto Insurance 


jg REPORT IN AUTO CIRCLES 
Two Com>anies to Issue Fire and Theft 
Policies On All Cars; Rates Range 
ee From $10 to $22.50 




















ft is being authentically reported in 
jatomobile circles here that after July 1 
Maxwell and Chrysler cars sold at retail 
will include fire and theft insurance on 
at machines. This insurance will be 
written in the Aetna Fire of Hartford, it 
xogaid, together with the Palmetto Fire 
of South Carolina — and flat premium 
charges range from $10 .a year for smaller 
cars up to $22.50 for larger automobiles. 
Every buyer of a Maxwell or Chrysler 
must take this insurance except those 
actively engaged in the imsuranre busi- 
ness or those buyers who have fleet in- 
surance. Any such buyers who do not 
take the insurance provided by the manu- 
facturer will be charged a five dollar 
cancellation fee. It is understood that all 
insurance policies will be sent to buyers 
through the manufacturer’s connections. 
This insurance will be invoiced direct 
to the dealers and paid for in advance by 
the dealer. Fire. and theft protection 
will not attach until each car is sold to 
the retail purchaser. The rates will be 
lower than the automobile conferenice 
rates, as the scheme is for the manu- 
facturer to provide fire and theft in- 


surance at rates lower than those prevail-_ 


ing. 
Adjustments of losses under these 


policies are to be handled country-wide 
through Aetna local agents it is said. The 
whole plan is to be announced nationally 
through advertising about June 27, effec- 
tive July 1. 





VIRGINIA AGENTS’ MEETING 





State Ass’n. Program Includes Several 
Good Speakers; C. P. Walford, Jr., 
May be President 


All is in readiness for the annual con- 
vention of the Virginia Association of 
Insurance Agents which is to be held 
at the Warwick Hotel in Newport News 
June 23-24. According to the program 
announced by President Louis T. Dobie 
this week, the address of welcome will 
be delivered by W. E. Barrett, promi- 
nent local agent of Newport News and 
former member of the legislature. The 
response will be made by James T. 
Catlin; Jr., of Danville, former president 
of the association and at present a na- 
tional committeeman. 

Thén will follow the usual reports. 
Included in the list of speakers are: 
Colonel Joseph Button, insurance com- 
missioner of Virginia; John R. Saun- 
ders, attorney-gerieral of Virginia and 
local agent of Saluda; D. B. Ryland, sec- 
retary of the Virginia State Chamber of 
Commerce; T. Garnett Tabb, president 
of the Insurance Exchange of Rich- 
mond; Oliver J. Sands, president of the 
American National Bank of Richmond, 
and A. L. Kirkpatrick, an executive of 
the Casualty Information Clearing House 
of Chicago, 

The evening of the first day there will 

a dinner at Buckroe Beach. Princi- 
Pal speakcr onethis oceasion will be Dr. 

glas “reeman, editor’ of the News 
Leader, Richmond. 

President Dobie, who is a member of 
the local agency firm of Dobie and Bell, 
Norfolk, is now completing his second 


term in that office and is not offering for 
P. Walford, Jr., 
chairman of the executive 
, is being mentioned as. his 
successor, 


reeléction. Charl 

Richmond, na 
committee 
Probable 


Beha Is Considering 
Tuttle’s Application 


TO SELL GUARANTY STOCK 


Injunction Will Not Be Killed Until 
Insurance Dep’t. Rules On 
Company’s Request 


Action on the injunction proceedings 
against the Guatanty Fire of Newark, 
is being delayed pending the decision 
of the New York State Insurance De- 
partment -on the application of the com- 
pany to be authorized ‘to sell stock in 
this state. The department is now con- 
sidering the application. A temporary 
injunction is in foree restraining. the 
company from selling stock in New York, 
the injunction having been obtained 
through the attorney general’s office in 
Albany on the complaint of the Utica 
branch of the Better Business Bureau 
of New York City. 

The Guaranty Fire is being promoted 
by R. T. Tuttle, who is to be managing 
underwriter for the company, and is 
seeking authority to continue legally the 
sale of stock of the company in this 
state. Because representatives of the 
Guaranty are alleged to have gone 
ahead with stock selling without legal au- 
thority, in violation of Section 66 of the 
Insurance Law, the restraining injunc- 
tion was issued. The company has not 
yet sought admission to the state to un- 
derwrite fire insurance business. . 

With regard to the continuation of 
the injunction, Albert Ottinger, attor- 
ney general of New York State, informs 
The Eastern Underwriter. as follows: 

“The hearing in this matter, while 
adjourned until June 13th, at Albany, 
will be carried along more or less in- 
definitely until such time as the defen- 


‘ dants have a reasonable time to obtain 


a decision from the superintendent of 
insurance, as to whether their plan of 
operations would be approved by the 
superintendent. Of course, if the super- 
intendent of insurance desires to ap- 
prove a plan of operations which this of- 
fice feels is in violation of the statute, 
we would not then feel like carrying 
the matter any further. 

“We have, however, no present in- 
dications that the superintendent has 
any idea of approving the plan in 
question.” 


HEAD HAMBURG-AMERICAN 

William Y. Wemple has been made 
president of the Hamburg-American, re- 
eently organized in New York, with 
$200,000 capital and $300,000 surplus. 
Ernest Behre is vice-president; Frank 
A. Meinel vice-president and secretary, 
and James N. Smith, vice-president and 
treasurer. 


William M. Goodwin, of Bethlehem, 
Pa., president of the Insurance Feder- 


ation of Pennsylvania, is recovering 
from a critical illness. 
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NEWARK 


FIRE INSURANCE COMPANY 
Newark, N. J. 


Incorporated 1811 


| A company with an unblemished and continuous 
record of over a century. 


Total Surplus to Policyholders........... 


Agents Wanted 
Where Not Represented 


C. E. TITSWORTH, Vice-President and Treasurer 
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W. Garretson Wins 
Underwriters Trophy 


GUEST MAKES LOWEST SCORE 


Thirty Participate in Golf Tournament: 
C. A. Ludlum Honored For Work- 
ing While Others Play 


Wilfred Garretson, of the General Ad- 
justment Bureau, won first prize in the 
18-hole medal handicap play in the 
spring. tournament of the Underwriters 
Golf Association held Tuesday at the 
Wykagy! Country Club at New Ro- 
chelle, N. ¥Y. First place also entitles 
Mr. Garretson to a leg on the new cham- 
pionship cup, which was offered for the 
first time this year by the association 
and which will go to the member with 
the best net individual score during any 
association tournament, but will remain 
the property of the association until it 
is won three times by the same member. 

The lowest score, however, was won 
by a guest of the association, H. C. 
Dumbell, of the Sterling Offices, Ltd. 
Mr. Dumbell is an Englishman, and the 
remarkable thing about his playing was 
that his morning score of 89 for 18 holes 
and his afternoon score of about 86 
was made despite the fact that he has 
only one leg. He was injured during 
the World War. Mr. Dumbell, being 
a guest, was not eligible for any of the 
prizes. James McFadden, of the Atlas, 
and H. M. Robertson, also of the Ster- 
ling Offices, Ltd., were other guests at 
the tournament. 

In the medal handicap second prize 
went to Albert T. Tamblyn; third to E. 
S. Jarvis; fourth to Walter MacBain, of 
Newman & MacBain; and fifth to W. 
Y. Wemple, of Meinel & Wemple. 

In the eighteen-hole best ball four- 
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some, Terry Post, of the Rossia and L. 
C. Dameron, the adjuster, won. H. C. 
Cornwall, of Cornwall & Stevens, and 
Thomas Farquhar, president of the New- 
ark Fire, were second. 

Charles W. Sparks won the kickers 
handicap. C. M. Martindale, of the 
Home had the best net medal all day 
score for 36 holes. B. N. Carvalho, 
of Rossia, had the lowest gross for thirty- 
six hcles and M. L. Heide, of the Im- 
porters and Exporters, had the highest 
gross. 

C. A. Ludlum, vice-president of the 
Home, was awarded a prize at the din- 
ner, held Tuesday evening, for having 
stayed on the job all day at his office 
in New York City, while the others 
played golf in the beautiful sunshine, 
and for then having come up in the 
evening to attend the dinner. It is ru- 
mored that Mr. Ludlum himself spon- 
sored the movement for such a prize. 
There were thirty at the tournament. 

William Macintosh, assistant manager 
of the Royal, is president of the Under- 
writers Golf Association; R. P. Bar- 
bour, general attorney of the Northern 
and London & Scottish, is vice-president : 
and George A. Clark, secretary of. the 
America Fore companies, is secretary- 
treasurer. 


Court Upholds Contract 
Bindmg Employe on Soliciting 
The question of the right of an in- 
surance brokerage company to make a 
contract with one of its employes pro- 
hibiting him, on leaving the concern, 
from soliciting its clients for himself or 
a rival has been upheld in the Appellate 
Division of the New York Supreme 
Court in the case of Altschul-Batter- 
son Company, Inc., against Irvin G. 
Matkowitz. The latter had a contract 
with the firm in which it was stated that 
for a year after leaving the brokerage 
office he would not. solicit. clients of the 
firm: An injunction to uphold the con- 
tract was asked from the Supreme 
Court but it was. refused’ on the grounds 
that the terms were too harsh. How- 
ever, the Appellate Division ruled other- 
wise, saying the contract was- made vol- 
untarily and with the knowledge of both 
parties. 


GOES WITH LEWIS & GENDAR 
George J. Weiss has beer matte assist- 
ant secretary of Lewis & Gendar, and 
about July 1 will assume charge of the 
New York office at 1 Liberty Street. 
Mr. Weiss has been in insurance for 
more than eighteen years and for sév- 
eral years has been - lecal--department 
manager of the Northern of London, 
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Blanks Committee 
Submits Its Report 


NUMEROUS CHANGES ARE MADE 





Special Sub-committees Will Receive 
Proposals for Amendments to the 
Various Blanks 





The 1925 report of the committee on 
blanks of the National Convention of In- 
surance Commissioners has been approved 
by the executive committee of that body, 
without change, such approval making it, 
under the regulations of the Convention, 
the act of the Convention: itself. Par- 
ticular attention ‘s called by the committee 
on blanks, of which Henry D. Appleton, of 
the New York Insurance Department, is 
chairman, to the procedure of the com- 
mittee in connection with proposed amend- 
ments to the various annual statement 
Lanks. 

With regard to proposed amendments to 
the various statement blanks the procedure 
shal! be as follows, says the committee: 

“(1) That all changes and amend- 
ments to any of the Department Annual 
Statement Blanks (Convention Editions) 
hereafter suggested or recommended either 
by the several Insurance Departments or 
by the representatives of insurance com- 
panies, be filed with the Chairman of this 
Committee not later than March 15 of 
any year; the proponents of such changes 
and amendments to designate the blank, 
the page and the item therefore to be 
amended, or the place where any new item 
is to be interploated and shall at the same 
time state the reasons for such changes 
and amendments; 

“(2) That the several classes of insur- 
ance companies co- operate with the Com- 
mittee on Blanks by appointing from their 
number, committees to whom may be re- 
ferred all such proposed changes and 


amendments which affect their respective 
companies ; 
Committee Classifications 


“(3) The following classification of 
committees recommended in paragraph 2 
hereof is suggested (a) Stock Fire Com- 
panies; (b) Mutual Fire Companies; (c) 
Life Companies; (d) Stock Casualty 
Companies ; (e) Mutual Casualty Com- 
panies; (f) Fraternal Societies; (g) As- 
sessment Life and Atccident Asscciations ; 

“(4) That the Chairman of this Com- 
mittee be and he is hereby authorized and 
directed to communicate with the compa- 
nies comprised in the foregoing classifica- 
tion or in the event that a class of com- 
panies have an _ accredited committee 
created to represent such class of com- 
panies with such committee, to the end 
that said companies or committees repre- 
senting insurance companies may desig- 
nate representatives to act in their behalf 
and to whom may be referred all changes 
affecting the several groups; 

“(5) That the said committees of in- 
surance companies are urgently requested 
to make a careful study of all suggested 
changes and amendments which may be 
submitted to them in accordance with the 
provisions hereof; that they communicate 
their observations or recommendations 
thereon to the Chairman of this Commit- 
tee, also the Chairman of the appropriate 
standing sub-committee of this Committee 
and that the said Committees of the sev- 
eral classes of insurance companies ar- 
range with the Chairman of such sub- 
committee for hearings, if they deem them 
necessary. 

“(6) That in proposing changes in the 
blanks, the committees of Companies, the 
sub-committees of this Committee, and all 
other committees or persons are requested 
to furnish the Chairman of this Committee 
with twenty-five copies of the suggested 


changes and amendments and_ reasons 
therefor. 
“(7) That suggested changes and 


amendments received after March 15 be 
placed on the agenda for the meeting to 
be held in May of the following year and 
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that such changes and amendments are not 
to be taken up at the current year’s meet- 
ing except with the unanimous consent of 
the members of this Committee.” 

Followirg are the chairmen of the sub- 
committees to whem proposed amendments 
will be referred: fire blank committees, S. 
W. McCulloch, Pennsylvania; miscel- 
laneous, Arthur E. Linnell, Massachusetts ; 
life, William M. Corcoran, Connecticut; 
fraternals, Jean M. Legris, Rhode Island; 
special assessment life and accident, J. F. 
Williams, Illinois; and special sub-com- 
mittee on non-cancellable accident and 
health insurance, William M. Corcoran, 
Connecticut. 


Stock Fire Blank Changes 


Some of the changes made in the fire in- 
surance blank are given herewith 

1, Page 2. Exhibit II, Change 
heading to read: 

“Goss Premiums Written and Renewed dur- 
ing the year per Lines 2, 10, 18, 26, 34 and 42, 
VI, Page 6.” 

Reason: As all business effective prior to 
January, 1921, except that running for terms 
greater than five years, expires in 1925 and 
practically all of the small amount of business 
running for terms greater than five years is 
fire business, there is no real need of further 
making a distinction between business written 
prior and subsequent to January 1, 1921. 

2. Page 2, Exhibit 11, columns 2 and 3. In 
terchange columns 2 and 3 

Reason: So as « have same order of arrange- 
ment as on page 

3. Page 2, Rehitit II, column 3. Eliminate 
the words ‘‘on Policies Cancelled’ appearing in 
the heading of column 3 so that it will read: 

“Return Premiums.” 

Reason: This column is intended to show all 


column 1, 


return premiums whether arising 
lation of policies or otherwise. 


terchange columns 2 and 3 
Reason: See paragraph 2. 
5. Page 5, Item 16, Change to read: 
“Cross Premiums (less reinsurance 


and receivable upon all unexpired fire risks 
A ccteeunlenet unearned premiums thereon, per 
recapitulation, page 7, item 18, column 6” 
Reason: See paragraph 1. 


6. Page 5, Item 17. Cheamnge to read; 


“Gross Premiums (less reinsurance) received 
and receivable upon all unexpired risks, other 

e tecccccocs 3 unearned premiums 
Page 7, item 31, 


than fire risks $ 
thereon, per recapitulation, 
column 7.” 

Reason: See paragraph 1. 

7. Page 5, Item 18, 
renumber remaining items on page. 

Reason: See paragraph 1. 

8. Page 6, Exhibit VI. 
read: 

‘Risks and Premiums.” 

: See paragraph 1. 

9. Page 6, Exhibit VI. 
of item 1 to read: 

“In force December 31, 1924, per item 6, pai 
6, item 37, page 7, last’ year’s exhibits,” 

Reason: See paragraph 1. 

10. Page 6, Exhibit VI. 
of columns 3 and 4, lines 41-48 to read: 

“Summary of Business—All Classes.” 

Reason: See : Ser 

li. Page 6, Item 49. Change to read: 

“Perpetual Risks not included above $.. 
Deposit Premiums on og $ 

Reason: See paragraph 1 

12. Page 7, Exhibit Vil. 
to read: 


“Recapitulation of Fire Risks and Premiums,” 
Reason 


€ paragraph 1. 


13. Page 7, Exhibit VII. Eliminate asterisks 


from line 11. 


Reason: The line in question will contain en- 


tries in the 1925 statement. 


14. Page 7, Exhibit VIII. Change heading to 


read: 


(Continued on page 15) 





from Cancel. 
4. Page 3, Exhibit I, —" 2 and 3, Ih. 


) received 


Eliminate this item and 


Change heading to 


Change description 


Change headings 


Change heading 
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FIREMEN’S 


INSURANCE CO. 
of Newark, N. J. 


Organized 1855 




















Statement January 1, 1925 











ASSETS AND LIABILITIES 


Capital ++ +++ -$3,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities.. 8,536,871.80 


Net Surplus.... 3,586,660.11 
Assets .......$15,123,531.91 


Policyholders’ Surplus 
$6,586,660.11 








































































































i Bliven, Vice-Pres. and West. Mgr. 
ee, Secretary 
A. H. Hassinger, Secretary 
Wells T. Bassett, wore 


Girard F.aM. 


INSURANCE CO. 
ef Philadelphia 
Organized 1853 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,000.00 
Reserve Reinsur- 
ance Fund and 


Reserve for all 
other liabilities. . 3,213,098.14 


Net Surplus.... 1,260,934.06 





Assets ........$5,474,032.20 
Policyholders’ Surplus 
$2,260,934.06 














Neal Bassett, President 
John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
rg A Reem komad 


, Secretary 
Welt T. gg 


MECHANICS 


INSURANCE CO. 
ef Philadelphia 
“Organised 1854 

Statement January 1, 1925 


ASSETS AND LIABILITIES 


Capital .......$ 600,000.00 
Reserve Reinsur- 
ance Fund and 
Reserve for all re 
all other liabilities | 2,575,127.95 


Net Surplus.... 1,000,362.98 





Assets ........$4,175,490.93 
Policyholders’ Surplus 
$1,600,362.98 











Thos. oe View Pree and West. Mgr. 
os. A. Hathaw: Secretary 
A. H. Hassinger, "Sotstney 


Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 
Organised 1866 
Statement January 1, 1925 
ASSETS AND LIABILITIES 
Capital .......$1,000,009.00 


Reserve Reinsur- 


ance Fund and 

Reserve for all ° 

other liabilities... 3,751,385.75 
Net Surplus.... 501,427.56 





Assets ........$5,252,815.31 


Policyholders’ Surplu: 
$1,501,427.56 
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Soo 


Conn 





Explains New 
Ohio Fire Statutes 


NON-RESIDENT BROKERS’ LAW 





| ly Supports Agents’ Qualification 
aga Cannot Be Too Stringent 
He Says 





Superintendent of Insurance Harry L. 
Conn, of Ohio, outlined the department’s 


i on certain important fire in- 
ait bills and laws’ in a talk he made 
Tuesday of this week at Toledo _be- 
fore the annual meeting of the Ohio 
Association of Insurance Agents. He 
gave particular attention to the agent's 
qualification law and the non-resident 
prokers’ law. He said in part: 

“Probably the act in which you are 
most interested is the one authorizing 
the licensing of foreign brokers. We 


are not ready yet to announce the final 
position of the Department as regards 
that statute, except to say that it per- 
mits any suitable natural person resi- 
dent of another State to procure a for- 
eign bri ker’s license to place fire in- 
surance contracts or negotiate with resi- 
dents of other states who own or con- 
trol insurable risks in this state, same 
to be placed only with companies li- 
censed in the state. The principal mat- 
ter for consideration arising out of this 
statute is as to the responsibility of the 
company which writes and the agent 


who countersigns the policy for known- _ 


ing of the origin of the ‘business. My 
present thought is we shall hold both 
the company and the agent responsible. 
No. one will be permitted to say that 
lack of knowledge of the facts makes 
ita case of good faith; in other words, 
the burden will be both on the com- 
pany and the agent to know whether 
the law has been complied with be- 
fore the policy is delivered. A failure 
to comply with the law in so important 
a particular should not be condoned 
on the ground of ignorance, for the 
sound rule of society precludes such 
an alibi as lack of knowledge. 

“Another amendment repeals the val- 
ued policy statute on partial losses which 
surely is fair to the companies and will 
not in anywise handicap the insured. 
The latter seldom recovers less than 
the actual loss in case of a partial loss, 
at least if his attorney is permitted 
to argue to a jury the ridiculously un- 
tenable proposition that the company 
easily can pay since a ‘full recovery 
would amount to a few cents only to 
each policy holder. 


Licensing of Mutual Agents 


“Still another amendment is one re- 
lating to the licensing of insurance 
agents of mutual companies. This will 
not require the agents of farm mutuals 
or associations to be licensed but ap- 
plies to all other such companies, for- 
eign and domestic. This amendment in 
view of the fact that it costs domestic 
companies no license fees to have their 
agents licensed, and also that the com- 
panies may have the benefit of the De- 
partment’s knowledge, efficially _re- 
ceived, as regards the previous history 
of applicants for agency connections, 
cannot be said to be hostile legislation. 

In an address which I had the honor 
to deliver to the Fire Club of Cleve- 
land last month, I said that my con- 
clusion, after somewhat extensive op- 
Portunities for observing the activities 
of the field, is that an insurance de- 
partment has no greater duty than to 
drive the incompetent and unworthy out 
of the temple. I reiterate that thought. 
Suitabie licensing laws are in line with 
modern progress and will be to the ad- 
vantage of not only the public and the 
Companies but as well to the honorable 
and careful agents and solicitors. The 
vast majority of agents and solicitors 
“* ot this type and suffer no loss 
or prestige as to standing and intelli- 
gence when compared with men en- 
8aged in other activities. 


a Backs Qualification Law 

If it be claimed the qualification laws 
the too drastic for the few who are of 
dia other type, it is sufficient to say 

at the law for such cannot be too 





strong. In a case in the Ohio Supreme 
Court where the court was asked to 
decide in favor of a defendant, the ef- 
fect of which decision would have been 
to the advantage of reckless drivers, the 
Court said the road-hog needed no pre- 
ferential construction of the law in his 
behalf, for he himself -would see to it 
that he secured all that was coming to 
him. The few among the agency forces 
who are classifiable as porkers must be 
restrained by the conscience of the 
State. One of the insurance journals 
last week said my plan followed the 
Pennsylvania idea. This is rather naive. 
My suggestion contemplated the inte- 
gration of the field forces and has its 
precedent in the English Bar System 
which was in existence long before Wil- 
liam Penn registered at the Bellevue- 
Stratford on his initial visit to this coun- 
try. I have high regard for the ad- 
ministrative ability and methods of my 
friend, Commissioner McCullough, of 
the Key-Stone State, but my suggestion 
has five hundred years of background. 

“In the present day and age of the 
world, when not only lawyers, doctors 
and fire agents must be licensed, but 
also chiropractors, chiropodists, fisher- 
men, stock brokers, pharmacists, den- 
tists, employment agencies, venders and 
others, there certainly is no reason for 
exempting agents of other types of in- 
surance if the fire agents are required 
to be licensed. The movement of agents’ 
qualification laws is gradually extend- 
ing to all the states. We in Ohio have 
a right to congratulate ourselves that 
we were among the pioneers in the 
cause.” 


MICHIGAN AGENTS’ FORM 


What Non-Resident Agents Must Do 
To Get License in Compliance 


With New Law 


Obtaining a non-resident license’ to 
write business in Michigan with the 
countersignature of resident agents on 
all policies or contracts will not be mere- 
ly a matter of filling out a form and 
forwarding the necessary fee, according 
to Commissioner L. T- Hands. A ques- 
tiorinaire incorporating many of the same 
points used for resident applicants for 
licenses will probably be used and a 
number of requirements will be made 
of all non-resident applicants by the de- 
partment. Mr. Hands is now at work 
on suitable forms to be used when the 
state is opened again to non-residents 
next August 27, the date of effectiveness 
for the Gansser act which provides for 
the change. 

One of the arbitrary requirements of 
the department will be submission by 
the applicant of a certified copy of his 
license in his own state as the Michigan 
law provides specificially that only those 
agents be admitted to write business in 
Michigan who have already obtained li- 
censes at home. Every type of bonafide 
agent will be allowed to enter the state 
if he makes the proper showing, the com- 
missioner says, but everyone will have 
to go through the same formalities 
which will require a lapse of time of 
about a month, in all probability, be- 
tween date of application and the time 
of granting a license. 
























department. 


sent on request.’ 


Life Insurance Trusts 


Is it a good thing for the proceeds of life 
insurance policies to be handled In Trust? 


Life insurance companies and their agents 
are interested in the welfare of the Bene- 
ficiary, as well as the Insured during his life. 
Where arrangements have been made for the 
insurance to be paid in a lump sum, it is 
manifestly a good thing for the Beneficiary 
to have the money cared for In Trust. 


Almost every lawyer, banker and business 
man knows of cases where insurance money 
left for wife and children has been dissipated. 
Do you want yours to take this route? 


One method is to have payments made by 
Annuities or Monthly Installments. Another 
satisfactory arrangement is to have the 
money go into Trust, administered through 
a reliable trust company or bank trust 


This subject is fully treated in the John Han- 
cock book, entitled “Estate Conservation 
and Life Insurance Trusts,” which will be 
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Now Insuring Over Two 





before the public. 


Agent Tells Ad Men 


Why He Advertises 


STARTED WITH DEFINITE PLAN 


Describes to Briarcliff Conference Waste 


In Circular Letters; Uses News- 
papers Regularly 





Harry E. McClain, who came on from 


Shelbyville, Ind., to speak at the Insur- 
ance Advertising Conference at Briar- 
cliff last week, is a local agent repre- 
senting the Fidelity-Phenix, Continental 
and other companies. 
program of advertising and a system for 
checking results, he has built up a good- 


By a definite 


sized agency in four years in competi- 
tion with bigger and older agencies- 
The trouble with most agents, in the 
opinion of Mr. McClain, is that they 
lack faith in advertising. They run an 
ad once or twice in their local paper, 


expecting an immediate response, instead 


of persistently keeping their message 
Other agents often 
say to him “Why should I advertise? 
I’ve been doing without it for twenty 
years.” Such men don’t seem to realize 
that advertising is a development of 
modern business competition. Mr. Mc- 
Clain favors personal letters to pros- 
pects rather than circular letters, his 
reason being that most people regard 
them as he does—fit for the waste 
basket- As an example of waste he 
cited 48 circulars which one agency re- 
ceived on fire insurance advertising from 
various companies, none of which were 
given attention. 

Mr. McClain’s final thought was that 
the average agent is too busy to pay 
much attention to his advertising or to 
write his own copy. He needs the co- 
operation of the company advertising 


department in the preparation of copy 
and cuts. 


NULTON GETS MARYLAND FIRE 
; Howard S. Nulton is now special agent 
in Virginia, West Virginia, Maryland 
and the District of Columbia for the 
Maryland Fire as well as for the Niagara 
Underwriters which he has been repre- 
senting for many years in that territory. 
The extra company was assigned to him 
when the Niagara bought the Maryland 
Motor Car and changed its name to the 
Maryland Fire. 


SEEKING SPECIAL AGENT 


R. S. Buddy, assistant secretary of the 
Glens Falls, was in Richmond, Va., for 
a day or two last week casting about for 
a successor to William G. Ward, who 
recently resigned the special agency of 
the Glens Falls in Virginia to accept 
a similar position with the Fireman’s 
Fund in North Carolina. 


e 
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Fire Blank’s Report 
(Continued from page 14) 
_“Recapitulation of Gross Premiums on all 

Unexpired Risks, Other than Fire Risks.” 
Reason: See paragraph 1. 
15. Page 7, Exhibits IX and X. Eliminate 
these exhibits. 
Reason: See paragraph 1. 
16. Page 8, Item 30. Change the number of 


present item 30 to read “31” and edd a new 
item to read as follows: 
“30. In what states, territories, or foreign 


countries is the company (or United States 
Branch) .authorized to transact business? 


Reason: To furnish information which is fre- 
quently desired by Insurance Departments, but 
which cannot now be easily obtained except 
from commercial publications. 

17. Page 10, Item 4. Change item references 
reading “per item 19” and “per item 20” to read 
“per item 18” and “per item 19”. 

Reason ange in numbering of items on 
page 5. 

18. Page 11, Item 33. Change item reference 
reading “less item 24, page 5” to read “less item 
23, page 5.” 

Reason: See paragraph 17. 

19. Page 11, Item 67. Change item reference 
reading “per item 36 page 5” to read “per 
item 35, page 5’’. 

ao : See paragraph 17. 

20. Page 21, Schedule D, Part 3. Eliminate 
the column headed “Book Value.’ 

Reason: The information required by~ this 
column can be obtained by referring to Sched- 
ule D, Part 1. 
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FIRST AMERICAN 


FIRE INSURANCE. COMPANY 
ONE OF THE AMERICA FORE COMPANIES 



















Wa 
make 
renew: 
were 
tor”, 
Old: C 
ing @ 
compa 

“Jus 
car la 
think 
write 
happet 
some | 
ing hi 
Jones’ 

“It’s 
busine: 
new Pp 
was SC 
holds 
there ¢ 
“Th 
time < 
old as 
new 
old cu 
dence 
he wo 
from | 
“You 
irequet 
If you 
conven 
them ; 
you Ww 
dence 
“Ma 
that yo 
you gi 
ways | 
Don’t | 
time I 
he deli 
a pren 
really ; 
live ag 
feels tl 
of taki: 
insuran 
“Wh 
assured 
simple. 
you ha 
before 
more i 


their iz 
interest 
old cl; 
names 


Surance 





june19, 1925 








Page 17 








= 
What to Do to Hold 
Renewals on Policies 


xEEP CALLING ON ASSUREDS 


Make Them Feel That Agent Is Inter- 
ested in Their Protettion; Get 
To Know Their Business 





Ways in which local fire agents may 
make it casier for themselves to’ retain 
renewals on policies they have written 
were published recently. in the “Accelera- 


tor”, the ouse organ of the Boston and 
Oid:Colony insurance companies. Follow- 
ing are some of the suggestions these 


companies offer: 

“Just because you insured Bill Jones’ 
car last ycar, and the year before, don’t 
think that it is a sure thing that you'll 
renewal this year. A lot can 


write up tne 

happen in a year, and for all-you know 
sme other insurance man has been hand- 
ing his card at regular intervals to Bill 
Jones’ secretary. 

“It's a poor policy to take anybody’s 


business for granted. Remember, every 
new policyholder you put on your books 
was somebody’s old client. The same rule 
holds true to your prospects. Of course, 
there are exceptions to every rule. 

“There is oné sure thing: It takes less 
time and costs less money to keep an 
old assured sold than it does to put a 
new policyholder on your books. Your 
old customer knows you and has confi- 
dence in your business ability; otherwise 
he would not have purchased insurance 
from you in the first place. 

“You'll find that it will pay you to make 
frequent calls on everyone on your books. 
If you have so many that you cannot 
conveniently make personal calls, write 
them a letter. A man who buys from 
you will read with interest and confi- 
dence any message you send him. 

“Make everyone of your assured feel 
that you really value his business and that 
you give him service so that he will al- 
ways look to you as his insurance adviser. 
Don’t let anyone say to himself ‘The only 
time I ever see my insurance man is when 
he delivers my policies or wants to collect 
a premium. Sometimes I wonder if he 
really appreciates my business.’ The first 
live agent that calls on a man when he 
feels that way has a magnificent chance 
of taking the business away from the old 
insurance agent. 

“When you do call one one of oyur 
assured make it a friendly visit, pure and 
simple. Talk about his business, and if 
you have to, read up a bit on his line 
before you call. You know, nothing is 
more interesting to a man himself than 
his own business. It won’t be long be- 
fore he'll bring up the subject of insur- 
ance, because he’s saying to himself, “Won- 
der what he wants,’ and he probably wants 
to draw you out. 

"There is you opportunity to prove to 
him that you are a student of insurance. 
Tell him some interesting insurance story 
that you've read. For instance, Joe 
Newell’s story of how he recovered 630 
stolen cars; how the insurance companies 
in the old days maintained their own fire 
department; or how the Underwriter’s 
Laboratory tests automobile locks and 
bumper. He'll be likely to look upon 
you as a friendly sort of chap that knows 
his business. 

“Don’t make one call and forget about 
the rest. See or write every one at least 
once a month. Before long your assured 
will realize they showed pretty good pudg- 
ment when they placed their insurance 
in your hands. It won’t be long before 
they will be telling their friends about 
their insurance man that takes a: personal 
tnterest, and the first thing you know your 
old clients will begin to give you the 
names of their friends who need an in- 
Surance man who knows his business.” 














Vacation Hazards 


Accident, 
Tourists’ Baggage, 
Golfers 


Your prospective patrons will 
soon be obtaining travel reserva- 
tions and packing their traveling 
bags, in contemplation of the 
approaching Vacation Season. 


You can help to make your pros- 
pects’ vacation a matter of happi- 
ness and tranquillity, by provid- 
ing adequate dependable insur- 
ance protection to meet their 
needs. 


Well provided with insurance 
they may go away knowing that 
“all is well,” in event of accident 
or loss and with an appreciation 


of the service and policies you 
provided, 


Norwich Union Policies and Service are Nationally Known 


NORWICH UNION 


FIRE{INSURANCE SOCIETY, LTD, 
/ 15 Maiden Lane, New York 


Hart Darlington, Menager J. F. Van Riper, Branch Secretary 


EAGLE FIRE COMPANY 


ot New York 
Incorporated 1806 


Hart Darlington, President J. F. Van Riper, Secretary 


75 Maiden Lane, New York 


The Oldest New York Insurance Company 


NORWICH UNION 


INDEMNITY COMPANY 
75 Maiden Lane, New York 


W. G. Falconer, President Ti. P. Jackson, Vice-President 


The Agent Who Seeks to Give Service 
Must Himself be Well Served 


COMPANIES 








Another Auto Service 
Company Goes Under 


TY/O OFFICIALS ARE ARRESTED 


K :ystone Corp., of Rochester, Alleged 
To be Selling Insurance Service 
Without Adequate Assets 


Two officials of the Keystone Aiuto- 
t obile Service Corporation, Rochester, 
). Y., have been arrested and held on 
a technical charge of vagrancy, as the 
ri iult of the efforts of the concern to 
sel a combination service policy in- 
ch ling towing, legal representation and 
ba. bonds, without adequate financial 
assets, says a current bulletin from 
New York of the National Better Busi- 
ness Bureau of the Associated Adver- 
tising Clubs. 

Th. men are Harry Bernstein, presi- 
dent, and Max Karnitz, secretary-treas- 
urer, -he bulletin adds, while a third 
member of the firm, Jacob Platt, left 
Rochester without leaving a forward- 
ing address. 

According to the bulletin, “several 
hundred Rochester motorists became 
interested in the proposition, believing 
they were obtaining insurance policies 
protecting them against liability, property 
damage, etc.” 

The following statement, the Bureau 
reports, appeared in the concern’s ad- 
vertising : 

“Carry in your pocket’ the power of 
attorney of the world's largest surety 
company, authorizing you to sign your 
own bail bond up to $5,000, in case of 
arrest for violation of any motor vehicle 
laws.” 

The surety company referred to is be- 
lieved to be the National Surety Com- 
pany of New York, although this com- 
pany refused to do business with the 
Keystone organization. 

When arrested, the bulletin says, the 
men admitted they had only about $100 
in the bank; 


L. B. Chandler Joins Travelers 
Fire; to Handle Coast Auto Risks 


Logan B, Chandler, of Los Angeles, 
came with The Travelers Fire at the 
home office in Hartford on June 15. His 
first duties will be the establishment of 
the automobile fire and theft business of 
The Travelers companies in the Pacific 
Coast territory. He will be connected 
with the home office in an executive ca- 
pacity. Mr. Chandler has had a broad 
experience in the. fire insurance busi- 
ness, and is well qualified to serve the 
Travelers in the Pacific Coast field. He 
has served as special agent in Southern 
California and as Deputy Assistant Man- 
ager for the Liverpool & London & 
Globe for the Pacific Department. In 
1923 Mr. Chandler was made assistant 
manager of the western department of 
this company at Chicago, which posi- 
tion he resigned to enter the local agency 
business in Los Angeles. 


B. C. HYDE REAPPOINTED 

Ben C. Hyde, superintendent of in- 
surance for Missouri, has been re-ap- 
pointed to the office by Governor Sam- 
uel A. Baker. He will serve another 
four year term commencing July 1, 1925. 
Governor Baker announced the re-ap- 
pointment of Superintendent Hyde on 
June 11, saying that he decided to re- 
name Hyde because “he had made a 
good officer and there was no reason for 
making a change in the department.” 
The re-appointment of Superintendent 
Hyde was not unexpected and was pre- 
dicted many months ago by close stu- 
dents of Missouri insurance and political 
conditions. 





T. E. TUPPER IN PENNA 
T. E. Tupper, son of the late S. Y. 
Tupper of Atlanta, Ga.; has been brought 
from Atlanta by the National of Hart- 
ford, to succeed M. E. Hill as special 


agent in the eastern Pennsylvania field. 
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Inde yendence Square 







. 


HE aation was born on In- 

dep mdence Square. The 
Declaration of Independence and 
the Constitution came into be- 
ing on its sacred soil. Washing- 
ton, Franklin, Jefferson, Adams 
and their associates here con- 
ferred, debated and reached 
epoch-making decisions. Liberty 
Bell pealed above it on hundreds 
of occasions and now is enshrined 
within its famous Hall. Truly, it 
is The Historical Center of the 
United States. 
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This superb new eight-story building, 
tural harmony with Indepen:!ence Hall. Dedic 1925, 
for the Independence Compaiies, whose emble@as Tower of 
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Independence Companies 


LL insurance records for first 
and second years’ growth 
were broken by the Independence 
Indemnity Company, and even 
this rate has been greatly in- 
creased in the first five months of 
1925. Itsnewly acquired “‘running 
mate,’’ the Independence Fire In- 
surance Company has, since Jan- 
uary, 1925, made a remarkable 
showing. Together, The Indepen- 
dence Companies now provide 
Casualty, Surety, Fire, and the 
related forms of coverage, and 
some of the best-known agencies 
in the United States are now 
selling “(Independence Complete 
Protection.” 
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North British Shows 
Good Growth in 1924 


COMMENTS ON U. 5S. BUSINESS 








Questions of Commissions and Expense 
Pertinent in England; Other 
General Problems 





The North British & Mercantile, with 
its subsidiaries, both American and Brit- 
ish, continue to show a healthy growth 
from year to year, despite the irregular 
conditions which have affected fire, marine 
and other lines of insurance. Dividends 
paid by the company to its shareholders 
were increased this year on the basis of 
1924 earnings. 

Charles J. Cater Scott, chairman of the 
general court of directors, or board of 
directors, in his recent report at the an- 
nual meeting of the North British group 
at Edinburgh, made some interesting state- 
ments on fire and marine insurance and 
likewise on general conditions in Europe 
which have a bearing on the underwrit- 
ing business. Following are extracts from 
Mr. Scott’s talk: 


Fire Account—lIncreased Profits 


Turning now to the accounts, we have 
again the pleasure of submitting to you 
a satisfactory report. In the fire 
account—the majnstay of our business— 
the premiums increased by £91,875 
The percentage of losses was 84.24 per 
cent., as against 49.60 per cent. in 1923, 
and, after providing the mecessary 
addition to the 40 per cent. reserve, the 
profit was £384,297, against £344,588 in 
1923. The profit for the two years is 
not far short of three-quarters of a million 
sterling, a result on which we are en- 
titled to congratulate ourselves, though 
we must not suppose that such results 
can be recorded year after year, or that 
the catastrophes which are incidental to 
our business. will not visit us again as 
they have visited us before. 

Last year we were able to report a re- 
duction of nearly 1% per cent. in the per- 
centage of commission and expenses—the 
figure then being 39.97 per cent. In 1924, 
however, the percentage is. 41.22 per cent. 
—almost the same as the 1922 figure. 
The increasé on this occasion has arisen 
chiefly in the United States. But a high 
expense rate is a post-war condition, com- 
mon to all industries, over which we have 
very little control; and our only satis- 
faction is that, without attempting to pass 
the additional cost on to the public in the 
shape of higher rates, we have so far been 
able, with some good fortune, assisted, 
perhaps, by careful underwriting, to coun- 
teract, to some extent, the rise in the ex- 
pense rate by a reduction in the loss rate. 
I have had the figures taken out for each 
of the last 25 years, from which it ap- 
pears that the loss rate prior to 1914 (even 
eliminating the exceptional San Francisco 
loss) averaged more than 55 per cent., 
where as since 1918 it has been less than 
50; while, on the other hand, the expense 
rate, which is now on the average round 
about 40 per cent., averaged less than 35 
before 1914. While I do not pretend that 
the present position is as satisfactory as 
the old one, you must bear in mind that 
the loss rate and the expense rate, as they 
appear in our reports, have both been mod- 
ified by our reinsurance arrangements. 


Reinsurance Of Risks 


As you know, it is a feature of our 
business that we haye to reinsure. some 
of our risks with other companies, This 
is not done with’ the objéct of increasing 
our profit, for, obviously, the reinsurer 
must make a profit. Our object in re- 
insuring is to spread and minimise our 
risks and protect ourselves against exces- 
sive loss when a catastrophe occurs. But, 
in the nature of things, as we retain for 


ourselves a greater proportion of the bet- 
ter-class business we do improve our loss 
rate by reinsuring; while, on the other 
hand, as our reinsurers do not contribute 
pro rata to our expenses we suffer on our 
expense ratio. In 1924, for example, if 
we had not reinsured any of our busi- 
ness our loss rate would have been 53 
per cent. instead of 48.24 per cent., and 
our expense rate 36% per cent. instead of 
41.22 per cent. Now, if you consider 
that out of our real expense rate of 36% 
per cent. the major proportion is dis- 
bursed to our agents at home and abroad 
in the form of commission—that is, the 
cost of procuring our business—and that 
another large part is compulsorily paid 
in foreign and Colonial taxation, the actual 
cost of administration is less than 15 per 
cent., which would not, to any fair-minded 
person, appear excessive. Indeed, there 
are probably few businesses in the country 
comparable in any way with insurance, 
where the real on-cost charges are so 
light. 
Marine Account 


Turning now to the Ocean Marine ac- 
count: as you will remember, I have for 
several years past raised a warning voice 
as to conditions of marine business. Back 
in 1922 the directors of the Ocean Marine 
came to the conclusion that there had been 
an over-estimate of the profits for the 
past years 1916, 1917, and 1918, and they 
wrote back the sum of £150,000 from 
the profit and loss account to balance 
the ‘too optimistic estimate of profit which 
had been made when it was impossible to 
estimate the effect of the abnormal war 
conditions.. So far as these back years 
are concerned, although old claims have 
since continued to come in (during the 
year 1924 we have actually been paying 
claims that arose in -1914), they do not 
now amount to a figure that is at all 
serious, and we are satisfied that the 
£150,000 referred to is fully sufficient for 
its purpose. 

After that experience we adopted a very 
cautious policy, and we have not hitherto 
brought in any profit for any of the sub- 
sequent years. I told you last year, that, 
in my judgment, there would be a profit 
for 1919, 1920, 1921, and 1922, and I can 
now say that our belief is likely to be 
confirmed, so much so that this year the 
directors feel justified in transferring to 
profit and loss the sum of £35,000, as a 
part of the profit really accruing to the 
year 1919. I should like to make it quite 
clear that this amount has no connection 
with the years 1923 and 1924, and it ap- 
pears to us, from all indications that we 
have received, that, in all probability, there 
will be little or no profit for these years, 
if, in fact, there is not an actual loss. 


Reasons For Unfavorable Conditions 

I think shareholders of companies 
transacting marine business might very 
naturally ask how it is that the conditions 
of marine business have come to this un- 
desirable state. It arises largely from 
excessive increase during the war of the 
number of companies, old and new, trans- 
acting marine business. Since then busi- 
ness has shrunk, imports and exports have 
dwindled, and a great amount of shipping 
is laid up. As a result the marine in- 
surance market is too large for the small 
amount of business that is offering, and, 
consequently, unjustifiable _rate-cutting 
competition is the order of the day. 

It is evident from a study of some of 
the marine accounts that have recently 
appeared that the results of charging less 
than cost price for the insurance of marine 
risks are now disclosing themselves. Un- 
doubtedly the remedy lies largely in the 
hands of the companies. themselves; but, 
until the lesson has been learnt by bitter 
experience, there will be little improve-- 
ment. Indeed, there is a good deal to 
commend the suggestion that has been 
made in quite responsible quarters that 
only a period of unprofitable trading will 
bring about a better state of affairs, on 
the theory of the survival of the fittest. 
It seems a pity, however, that it should 

(Continued on page 25) 
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What can you offer to the 
owner of a big factory? 


Insurance, or insurance plus? 

Agents of the Hartford Fire Insurance 
Company can solicit the biggest risks with 
the positive assurance that what they have 
to offer is unsurpassed. 

The Hartford Fire Prevention Service 
when properly presented by local agents is 
inducing the owners of large industrial prop- 
erties to place their business where they will 
get something more than insurance. Let us 
tell you how this service makes a Hartford 
counection increasingly valuable to live 
local agents. 


+ 
é 


HARTFORD FIRE 
INSURANCE COMPANY 


Hartford, Conn. 


The Hartford Fire Insurance Company and the 
Hartford Accident and Indemnity Company write 
practically every form of insurance except life 








June 19, 1925" 








hd 
4 


Jime 19 
a 


Liabi 


SOME 


Where 4 
Cor 


A spe! 
pany whi 
awnings 
policies 
agreemet 
would b 
as “all 1 
descriptic 
plied : 

“There 
subject 
however, 
the polic 
There ii 
exclusior 
cles as | 
more su 
wind-sto 
stantial 
theless, | 
be covet 
on. 
“Tn th 
Supreme 
question 
terns. 
cassimer 
other ar 
establish 
the patte 
for und 
covered 
The cor 
brought 
assured 
terns—Cc 
The co 
conflict 
policy i 
stance, 
named — 
and the 
policy 
does fo 
of the | 
doubtfu 
braced 
must b 
sured ; 
describe 
cassime 
other a 
establis] 
as bein 
within 
when 
placed | 
it expre 
‘pattern 
ered—n 
conflict 
ten and 
also. th 
exceptic 
policy 
cluded 
specific 
was tl 
not cov 
ete, 


“Tn 


ee 


li 


















June 19, 1925: 





Page 21 








“ppility for Thi 
‘ability for Lhings 
" Excluded in Policy 


s0ME CASES ON SUBJECT 





Awnings Were Not Included in 
pc ha Subject of Interest 
to Adjusters s 


A special agent inguired of his com- 
pany whether, notwithstanding liability for 
awaings is excluded in fire and tornado 
specifically assumed by 


wlicies unless Sp 
r reement i writing added thereto, they 
yould be covered by such general terms 


as “all fixtures and attachments of every 
escription,” to which the company re- 
yo is very little litigation on the 
subject ‘The question 1s frequently raised, 
however, of Whether the exclusions in 
the policy are covered by general terms. 
There is very good reason~for certain 
exdusions ia both tornado and fire poli- 
cies as the things that are excluded are 
more susceptible to damage by .a slight 
wind-storm or fire than the more sub- 
dantial parts of a building, but never- 
theless, the policy provides that they may 
be covered by agreement endorsed there- 
yn. 

; “In the case of Johnston vs. Niagara— 
Supreme Court of North _Carolina—the 
question involved was liability for pat- 
terns. The policy covered stock of cloth, 
cassimeres, clothing, trimmings and all 
other articles usual to a merchant tailor’s 
establishment. A -loss was sustained on 
the patterns, and assured made claim there- 
for under that part of his policy which 
covered all atricles usual to his business. 
The company denied liability and assured 
brought suit. A witness testified for the 
assured that ‘all tailors usually keep pat- 
terns—can't well get along without them.’ 
The court held that where there is a 
conflict between the written part of the 
policy and the printed part, as, for in- 
stance, if the ‘tailor’s patterns had been 
named in the form attached to the policy, 
and the printed general exception of the 
policy excluded liability therefor, as it 
does for ‘patterns’, then the written part 
of the policy would govern; or, if it were 
doubtful whether the patterns were em- 
braced in the general exception, the doubt 
must be resolved in favor of the as- 
sured; but where the property insured is 
described as the plaintiff’s stock of cloth, 
cassimeres, clothing, trimmings, and all 
other articles usual to a merchant tailor’s 
establishment’, and ‘patterns’ are not named 
as being insured, they could only come 
within the words ‘all other articles’, and 
when that construction is asked to be 
placed upon the contract, it is found that 
it expressly stipulates in another part that 
‘patterns’ are not to be construed as cov- 
ered—making it clear that there is no 
conflict between the words of the writ- 
ten and printed parts of the policy, and 
also that it is not a case of doubtful 
exception, but that upon the face of the 
policy ‘patterns’ are not specifically in- 
cluded by name and they are therefore 
specifically agreed to be excluded. It 
was therefore held that patterns were 
_ covered under ‘all other articles usual’, 
C. 


Breen v. St. Paul F. & M. 
“In the case of Breen vs. St. Paul 


Fire & Marine, 207 Supp. 444, the court 
held that the words ‘stock and materials 
of .every ‘description’ were not to be re- 
garded as specifically naming and includ- 
ing patterns. _ 

“On the other hand, Bertine vs. North 
River Insurance Company seems to re- 
gard patterns as specifically insured by 
some such words as ‘materials and im- 
‘plements.’ The -court seemed to think 
that implements in a manufacturing busi- 
ness should be regarded as a specific men- 
tion of patterns; that is, that ‘patterns’ 
and’ ‘implements” are one and the same 
thing when applied to the. particular facts 
in that particular case. 

. “Following the argument of the cases 
of -Johnston- vs. Niagara, and Breen vs. 
St. Paul, awnings would not appear to be 
covered unless specifically insured, where- 
as .the case of Bertine vs. North River 
seems to take the opposite view. We are, 
however, rather inclined to think that 
awnings would be regarded as being cov- 
ered under a policy that insured ‘all fix- 
tures and attachments of every descrip- 
tion’ in view of an awning being an at- 
tachment to a building. Taking that view, 
the exclusion’ of awnings in the policy 
would not mean that they must be men- 
tioned by name but rather that any words 
which could be regarded as broad enough 
to cover them would suffice to take them 
out of the clause which excludes them 
unless they are specifically insured 

“In the case of Wicks vs. London & 
Lancashire (1916) 111 Supp. 63, the pol- 
icy covered awnings attached to the build- 
ing but excluded awnings held in storage 
or for repairs. At the time of the fire 
the regular awnings of the building had 
been taken down for the winter and were 
temporarily stored in the building but they 
were to be put up again when another 
summer should arrive. The court held 
that such awnings were within the cover- 
age of the policy and were to -be re- 
garded as awnings attached to the build- 
ing rather than awnings held in storage 
or for repairs. 

“While this case touches upon. liability 
for awnings, it does not apply to the 
particular question you raise. 

“We cannot, of course, undertake to 
adjust losses in advance of their occur- 
rence as we must be governed by the facts 
and circumstances as found to exist at 
the time, but we would rather be inclined 
to believe, as we have stated, that such 
general terms as ‘all fixtures and attach- 
ments of every description’ would be held 
to be broad enough to cover awnings and 
specific enough to be generally regarded 
as taking them out of the clause which 
excludes them unless specifically insured.” 





QUESTION OF JURISDICTION 


Hartford Fire Loses Suit in Oklahoma 
Over Question of Assignment of 
Assured’s Rights 


An interesting decision was handed 
down by the Supreme Court of Arkan- 
sas in the case of the Hartford Fire 
versus the Citizen’s National Bank of 
Booneville, Ark. An assured by the 
name of Donovan, had sustained a loss 
in an Arkansas policy, and the amount 
of loss and liability had been agreed 
upon between him and the insurance 
company, but he had assigned his claim 
against the insurance company to the 
Citizen’s National Bank. 

After this assignment had been made 
a creditor of Donovan’s Vitagraph com- 
pany brought suit in the district court 
of Oklahoma County, instituting garnish- 
ment proceedings against the insuror. 
The insuror answered, setting forth the 
amount of indebtedness and the matter 
of the consignment of Donovan’s claim 
to the bank. Constructive service was 
had by publication upon Donovan by the 
Oklahoma district court but he refused 
to appear therein. The bank also re- 
fused to appear therein contending that 
the Oklahoma court had no jurisdiction 
over the subject matter of garnishment 
in Arkansas. 

The district court of Oklahoma County 
held that it did have jurisdiction and 
rendered a judgment against the in- 
surance company. 

The bank instituted suit against the 
company in Arkansas and got judgment 
on the same claim. Upon appeal to the 
supreme court, it was held that the Okla- 
homa County district court did have 
jurisdiction and its judgment was en- 
titled to full faith and credit under the 
federal constitution; and because of the 
Arkansas -bank’s failure to appear in 
Oklahoma at that time the case was 
called, it forfeited its right in the in- 
surance funds. 


HOWE SUCCEEDS PURDIN 

Charles L. Purdin, deputy manager 
of the Liverpool & London & Globe, 
has resigned as a member of the execu- 
tive committee of the Insurance Society 
of New York. His office is uptown and 
he finds it too inconvenient to attend 
the executive committee downtown. 
Walter C. Howe, local manager of the 
L. & L. & G., has been elected to succeed 
Mr. Purdin. 





W. O. BADGER, Jr., TO SAIL 
W. O. Badger, Jr.. New York insur- 
ance lawyer, will leave for Europe at 
the end of the month. 
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$1,000,000 Capital 
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Fifty-three Years-—Time Tested 


SUPERIOR 
FIRE INSURANCE COMPANY, PITTSBURGH 


An American Company 
that, oy friendly co-operation and consistent and dependable 
service, has won_a high place in the agency field. 
Total Assets $4,543,938 
- Policyholders Surplus $1,752,289 » 


1924 





216TH YEAR 


SUN 
INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH 
55 Fifth Ave. - New York 
WESTERN DEPARTMENT: 
Wrigley Blidg., 410 N. Michigan Ave. 
Chicago 


= PACIFIC DEPARTMENT: 
’ N. W. Cor, Sansome and Sacramento Sts. 
; San Francisco, Cal. 














THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance com- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 


MONTGOMERY CLARK, Vice-President 
J. G. HOLLMAN, Secy. 
H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 
A. E. GILBERT, Asst. Secy. 
HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
Howie, Jarvis & Wright, ine., General Agents 
Metropolitan District 


81 JOHN STREET NEW YORK 




















INSURANCE 
HARRY C. FRY, Jr., President 
JOHN B. SIRICH, See’y. 


307 FOURTH AVENUE PITTSBURGH 
A. HETRICK, Treasurer 
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DIRECT EXPERT ASSISTANCE 
IN SECURING NEW BUSINESS 


“Then give to THE WORLD the 
best you have and the 
best will come back to you 
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National Board 
Committees Named 
SEVEN OF CHAIRMEN ARE NEW 


President Kurth Appoints Capable 
Executives to Lead The Thir- 


teen Committees 


Wilfred Kurth, president of the Na- 
tional Board of Fire Underwriters, and 
vice-president of the Home, has named 
the members of the standing committees 
for the coming year. Seven new chair- 
men have been appointed, these includ- 
ing E. J. Sloan, P. T. Kelsey, N. S. Bar- 
tow, James Wypen, P. Beresford, G. G. 
Bulkley and W. E. Wollaeger. Six chair- 
men were reappointed. The committees 
are as follows: 


Actuarial Bureau 

E. J. Sloan, chairman, Hartford; F. W. 
Koeckert, New York; L. R. Welch, Fitchburg; 

H. Willmott, Watertown; John Kremer, 
Philadelphia George C. x Jr., Hartford; 

Jenkins, New York; E. G. Pieper, Provi- 
, het Victor Roth, New ade F. B. Kellam, 
New York; W. A. Blodgett, New York; James 
Wyper, Hartford; C. E. Case, New York; J. 
Lynn Truscott, Camden; W. L. Steele, New 
York; John Marshall, Jr., San Francisco; J. 
H. Packard, New York. 


Adjustments 

J. W. Cochran, chairman, Philadelphia; F. C. 
Buswell, New York; Otho E. Lane, New York; 
R. C. Christopher, Hartford; F. P. Hamilton, 
Chicago; Montgomery Clark, New York; N. 
Dickinson, Glens Falls; H. M. Schmitt, Pitts- 
burgh; C. R. Street, Chicago; C. V. Meserole, 
New York; Hart Darlington, New York; J. H. 
Vreeland, Hartford; Milton Dargan, Atianta; 
Jesse E. White, New York; C. L. Purdin, New 


York. 
Construction of Buildings 
P. T. Kelsey, chairman, New York; F. B. 


Martin, New York; Carroll L. DeWitt, New 
York; H. H. Bergmann, Washington; W. O. 
Wayman, San Francisco; W. B. Burpee, Man- 
chester, N. H.; C. H. Coates, New York; Paul 
. Sommers; Newark; C. B. Reiter, Pitts-. 
burgh; F C. White, Hartford; A. G. Martin, 
New York; E. J. Booth, Detroit; C. W. Pierce, 
New York, 
Finance 


Cc. F. Sturhahn, chairman, Hartford; E. W. 
West, Glens Falls; Neal Bassett, Newark; John 
A. Foster, New York; Rolla V. Watt, San Fran- 
cisco; Robe Bird, Milwaukee; R. A. Corroon, 
New York; F. R. Bigelow, ‘St. Paul; C. W. 
Higley, New York; Paul L. Haid, New York; Cc 
L. Tyner, New York. 

Fire Prevention and Engineering Standards 

N. S. Bartow, chairman, New York; Henry 
W. Gray, Jr., Hertford; Fred A. Rye, Chicago; 
John Kay, Newark; J. D. Lester; New York; 
O. E. Schaefer, New York; A. R. Phillips, New 
York; F. E. Burke, New York; McClure Kelly, 
San Francisco; E. J. Sloan, Hartford; E. W. 
West, Glens Falls; C. H. Coates, New York; 
F. M. Avery, San Francisco; C. A. Nottingham, 
New York; B. M. Culver, New York; N. 
Weed, Pittsburgh; Robert R. Clark, Hartford. 


Incendiarism and Arson 

C. E. Case, Chairman, New York; Ray Decker, 
San Francisco; Waite Bliven, Chicago; Rodney 
Davis, New York; H. N. Kelsey, New York; G. 
T. Forbush, New York; B. N. Carvalho, Hart- 
ford; A. G. Dugan, Chicago; Edwin Parrish, San 
Francisco; C. E. Allan, San Francisco; John O. 
Platt, Philadelphia; H. V. Smith, Philadelphia; 
J. F. Van Riper, New York; H. H. Clutia, New 
York; E. T. Gentry, Atlanta; Guy Beardsley, 
Hartford; C. D. Dunlop, Providence. 


Laws a 
James Wyper, Chairman, Hartford; Edward 
Milligan, Hartford; C. G. Smith, New York; P. 
Beresford, New York; J. B. Levison, San Fran- 
cisco; J. C. Harding, Chicago; C. A. Henry, 
San Francisco; W. R. Hedge, Boston; E. E. 
Cole, Pittsburgh; C. W. Bailey, Newark; Gus- 
tavus Remak, jr., Philadelphia; C. F. Shall- 
cross, New York; C. A. Ludlum, New York; 
Paul L. Haid, New York; H. A. Smith, Hart- 
ford; Ralph B. Ives, Hartford; Neal Bassett, 
Newark; John O. Platt, Philadelphia; O. E. 
Schaefer, New York; W. E. Chapin, Atlanta; 
Whitney Palache, New York. 
Maps 

P. Beresford, chairman, New York; C. R. 
Street, ag aa F. W. Sargeant, Manchester, 
N, 53 J. Schrup, Dubuque; B. G. Chap- 
man, Jr, os Louis; Charles H. Hahn, ee 
George O. SmitH, San Francisco; C. A.~Lud- 
lum, New York; W. R. Prescott, Atlanta; J; 
A. Swinnerton, ‘New York; Charles M. Kerr, 


York, Pa. 
Membership 

Otho E. Lane, chairman, New York; William 
Y. Wemple, New York; J. C. Barden, Hartford; 
Sumner Ballard, New York; J. M. Wennstrom, 
New York; W. M. Hoffman, Washington; A. 
T. Bailey, San Francisco; Robe Bird, Milwaukee; 
T. L. Farquhar, Newark. 


Public Relations 
Sheldon Catlin, chairman, Philadelphia; George 
M. Lovejoy, Hartford; R. M. Bissell, Hartford; 
C, A. Ludlum, New York; R. R. Martin, New 
York; F. D. Layton, Hartford; G. H. Batchelder, 
“New. York; Paul L. Haid, New York; O. J. 


Prior, Trenton, William Hare, Fags York; Ar- 

thur M. Brown, San Francisco; A. G. Mcliwaine, 

Hartford; Charles H. Holland, Philadelphia. 
Standard Rating Schedules and Forms 


George G. Bulkley, chairman, Springfield; F. 
W. Koeckert, New York; Ralph B. Ives, Hart- 
ford; George H. Bell, Chicago; J. C. Harding, 
Chicago; Waite Bliven,-Chicago; Whitney Pa- 
lache, New York; C. R. Street, Chicago; George 
98 Long, bi om Hartford; S.. 3. Kennedy, Buffalo; 
William Deans, San Francisco, 


Statistics and Origin of Fires 
William E. Wollaeger, chairman, Milwaukee; 


. H.. Trimble, een U. S. Atkinson, 
Chicago; C. E. Dox, Chicago; A. H. Witthohn, 
New ork; A. H. McDonnell, Detroit; H. W. 


Letton, Chicago; D. B. Sewell, Charleston, & Cs 
J. H. Packard, New York; Joy Lichtenstein, 
San Francisco; B. G. Chapman, Jr., St. Louis. 


Uniform Accounting 
C. V. Meserole, chairman, New York; H. R. 
Bush, Greensboro; | ae et Barden, Hartford: B. 
C. Lewis, Jr., Richmond; J. A. Kelsey, New 
York; R. H. Williams, Hartford; D. W. Crane, 
Le Roy, hio; W. B. Cruttenden, Springfield; 
A. C. Noble, New York; Myles Walsh, New 
York; J. C. ee +6; San Francisco; George 
K. Marsh, Detroit; E. G. Seibels, Columbia, a 








GOING AWAY? 


TRIBUTE TO MISS McCLOSKEY 





C. S. S. Miller, of North British, Extols 
Work and Character of W. 
Bennett’s Late Secretary 
Chauncey S. S. Miller, publicity direc- 
tor of the North British & Mercantile 
fleet of companies, and former secretary 
of the National Association of Insurance 
Agents, pays a fine tribute to the late 
Charlotte L. McCloskey of the National 
Association in a communication to this 
newspaper. Also he says she was not 
at one time secretary to H. H. Putnam, 
as given out by the Association. 
ig engaged Miss McCloskey,” says Mr. 
Miller, “when the office of the National 
Association of Insurance Agents was be- 
ing motored to New York, and she sat 
on a packing case and started to take dic- 
tation in her exceptionally accurate and 
rapid way when the first impedimenta 
were unloaded at 95 William Street. 
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California or Florida in win- 

ter. Home again in spring. To 

the beach or the mountains in the 
summer. To Europe all seasons. 


Americans are great travelers— 
always on the move. Why not? 
They can afford it. And traveling 
Americans can afford good clothes, 
jewelry, furs and other personal ef- 
fects that travel with them. 


You know what’s coming. 
Baggage Insurance ['Tourist’s 
Personal Effects Floater} 
of course — written on 
the annual basis. Renews 
just as a fire policy does. 


Now is about the season 
when plans are being made for an 
other “Going Away.” Test out the 
possibilities of travel protection. 


Write any of the offices listed below 
for detailed information. 


wh 
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_ Eastern Department 
10 Post Office Square, Boston 


Atlantic Marine Department - 72 Beaver Street, New York | 





INSURANCE, COMPANY 


HEAD OFFICE - SAN FRANCISCO 





Western Department 


76 W. Monroe Street, Chicago 
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“Her memory was nothing 
marvelous; her fidelity to duty 
ceptional; her loyalty was a j: 


Short, of 
Was ex. 


who knew its extent and va ree = 
National Association of Insuray 
Agents, it would seem to me, has a 
veritable foundation-stone in jts sires 


ture.” 





RUSSIAN APPEAL DENIED 
The Court of Appeals last week denied 
the motion for reargument : 


: 5 fl the Cas 
of the Russian Reinsurance Company 
vs. Stoddard. This is one o/ the Cases 


in which the court decided that the as. 
sets of the company held on 


eposit 
not be returned to the stock); olde 
The Regal Agency, Inc., Buffalo, N 
Y., has been chartered at Albany wit, 
capital of 200 shares preferred stock 


$50 par value and 100 shares Common 
stock non par value, to conduct an in- 
surance agency. 


Southern Department 
Hurt Building, Ati:ta 
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Fire Rates Are Cut 
On Pacific Coast 


ON ALL MERCANTILE PROPERTY 





Said to Be Done to Meet Competition of 
Genera! of Seattle, a Participating 
Company 





While in Spokane, Wash., recently, in 
conference with officials of the \'nion 
Trust Company there, H. K. Dent, presi- 
dent of the General Insurance Company of 
America, said in the course of an inter- 
For several years we have felt that the 
merchants of Spokane and the Nortiiwest 
have been paying rates that were out of 
proportion to the hazard involved. Be- 
lieving it possible to make a saving in pre- 
mium to the northwest policyholders, the 
General Insurance Company was organized 
two years ago, and today has assets of 
more than $2,000,000. 

“The General is a capital stock com- 
pany writing preferred risks on a partici- 
pating plan, that is, owners of better classes 
of property participate in the company’s 
earnings. Since its inception these par- 
ticipatings have not been less than 20 per 
cent. 

“How successful this plan has been is 
proved by the fact that all of the com- 
panies who are members of the Pacific 
Board of San Francisco ‘have, through 
their agents, signified their intention to re- 
duce rates on all mercantile property, 
effective June 1, to meet the competition 
of our office and other agents of our com- 
pany. It would seem evident, therefore, 
that this is an open admission that insur- 
ance on mercantile property can be written 
at.a lower cost. It is the policy of our 
company that preferred risks should not be 
called upon to pay a portion of the losses 
of the substandard classification. 

“It apparently is evident that the rate 
1eductions announced recently are not to be 
permanent, in that the companies involved 
are filing deviations only and are not re- 
ducing the basic rate or filing new 
schedules. 

“Whether these Board reductions are 
tmade becatise the companies feel that they 
fave been making excess profits in this 
state, or solely for competitive purposes 
Ee readily be determined from the loss 
fatio as compiled by the insurance de- 
agai of Washington, Oregon and 
Idaho. The average loss ratios of all com- 
anies are figured at 50 per cent, and this 
gure is accepted by the insurance com- 

ssioners as being equitable, for it costs 
whe remainder to do business.” : 





JERSEY APPOINTMENTS 


i 

i 

Rational Liberty Names McCormick for 
' Northern Half; Gebhardt for South- 

| ern; Sexton for Newark 

Joseph & McCormick has been ap- 
ited special agent of the ‘National 
iberty and Baltimore American for 
Northern New Jersey after a long train- 
ig in home office and special agency 
ork. He is well regarded in the New 
[Etsey field. In Southern New Jersey, 
inarles Gebhardt, who for many years 
a been in the employ of the National 
uberty at the home office and of late 




















ade a special agent. Alan Sexton suc- 
feds Mr. Gebhardt in development of 
vark business through the branch 





i BrPERe LECKY IN EUROPE 
| obert Lecky, Jr., prominent local 
abt Mt of Richmond, Va., has gone 
road to spend the summer. He was 
: BA ~ ps his son, Prescott Lecky, 
a nned to spend most of his ti 

M England and Scotland. pease 





Bknston & Johnston, Inc., Manhattan 
urance agency, has been chartered at 
ia any with capital of 100 shares non 
7 Value. John Johnston, M. A. Walsh, 
N¢ Joseph: H. Johnston, are the in- 
Corporators, 


cee 


M charge of the Newark office, has been * 


Mass. Rules Against 
Jewelers’ Block Forms 


NOT LEGAL IN THAT STATE 
Commissioner Monk Says Present Laws 
Will Not Permit the Writing 
Of All Inclusive Covers 


Insurance Commissioner Wesley E. 
Monk, of Massachusetts, has ruled that 
the laws of his state will not permit 
the writing there of jewelers block pol- 
icies, which are now being written by 
several companies in New York State. In 
his ruling Commissioner Monk says: 

“The Department has considered the 
form of policy known as the ‘Jeweler’s 
Block Policy.’ This form of policy in- 
sures ‘against loss and/or damage to’ cer- 
tain personalty arising from any cause 
whatsoever’ with certain exceptions as 
to specified hazards operating under cer- 
tain circumstances. The plain intent ap- 
pears to be to grant an all inclusive cov- 
erage against any hazard whatsoever. 

“Insurance ‘against loss and/or dam- 
age arising from any cause whatsoever’ 
plainly includes indemnity against all of 
the hazards mentioned in section 47 of 
chapter 175 of the General Laws which 
could operate on property of the class 
described in the policy and against any 
hazard not specifically named in said 
section which might cause loss or dam- 
age thereto. 

“Section 52 of said chapter provides 
that contracts for the different classes 
of insurance mentioned in section 47 
shall be in separate and distinct policies 
although the company is permitted to 
transact more than one of said classes 
and that the Commissioner may approve 
policies covering more than one of said 
classes. This section, however, does not 
permit the Commissioner to approve a 
policy covering against the hazards of a 
class which the company is not permit- 
ted to transact under section 51 or 54. 

“This form of policy could not be 


lawfully issued in this commonwealth by | 


a’ casualty company since it grants in- 
surance against fire and transportation 
hazards which classes of insurance are 
not permitted to casualty companies. 
Nor-can it be lawfully written by a fire 
or marine company because it insures 
against burglary, breaking and entering 
and larceny, which kinds of insurance 
are not allowed to fire or marine com- 
panies. In so far as the policy insures 
against “theft” as distinguished from 
burglary and larceny, it could be issued 
by a marine company. 

“It, therefore, follows that this form 
of policy could not be approved under 
section 52 and that the issue thereof in 
this Commonwealth is unlawful.” 


CHARLESTON BOARD ACTS 


The Charleston Board of Fire Under- 
writers at its meeting held May 26th, 
1925, amended its laws so as to permit 
agents to allow out-of-town brokers 10 
per cent. commission on all business 
placed with the Charleston agents. This 
to be effective as of June Ist, 1925. 
Heretofore, the laws provided that the 
commission allowed to out-of-town brok- 
ers should be 7% per cent. 





THREE MONTHS FREE COVER 


The Board_of Underwriters of the Paci- 
fic have adopted a new rule permitting 
the writing of thirty-nine months’ insur- 
ance for a three years’ premium on dwell- 
ings under course of construction. This 
rule is designed to compete with non-board 
companies which have been offering own- 
ers of dwelling houses under construction 
thirty-eight months’ insurance for a three 
year premium. 





MADE SPECIAL AGENT 
Clifford R. Newman has been appoint- 
ed special agent of the London & Lan- 


cashire, the Orient and the Law, Union . 


& Rock, for Virginia and West Virginia, 


with headquarters at Richmond, Va. He. 


began his insurance career with the Lon- 
don & Lancashire. 
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Editorial 

There is an old adage: “The ship never 
returned that never left port.” 

It means that you cannot reap where 
you have not sown. 

It means that no business will come in 
to you unless you go out after it. 

On the other hand, if you do go out after 
business you will get it. If you sow you 
will reap. If you send out your ships they 
will sail back to you with sales. 

Perhaps all your ships will not always 
return. Not every seed will germinate. 
Some of your calls may fail to develop 
business. 

You may be certain of this, though: 
that the more calls you make, the more 
sales you will make. 





Sales Assistance 


The Ohio Farmers Insurance Company 
believes in helping its agents sell insur- 
ance. If you represent this Company and 
want help in your selling or advertising, 
write to the home office at Le Roy. Every 
assistance that can be given is freely 
available to all members of the Ohio 


Tornadoes in June 


A recently published list shows. the 
dates on which serious tornadoes and 
windstorms have occurred in the United 
States. The only month free from such 
disasters is December. 

June is highest with 19 serious storms 
out of a total of 109. March has had 15 
tornadoes, May 14, April 12, July 10, 
September and February 8, January 7, 
November 4, and October 2. 

Can you use those figures in soliciting 
windstorm insurance this month? 





A.I. Vorys, director of the Ohio Farmers, 
has been appointed a member of the 
Committee on Bureau Interests. Secretary 
Crane has been made a member of the 
Committee on Cooperation of Bureau Field 
Men and'the Bureau Committee on Riot, 
Civil Commotion, Explosion, and Sprinkler 
Leakage Insurance. 





Ifa man does not love his job he need 
not worry about it. The other fellow will 
soon have it. 





Moral hazard often enters when property 





Farmers Family. 





is more ambitious than its owner. 











Great American 
Insurance Company 


Choose 
Your 
Company 


INCORPORATED -1872 


NewPork =o 





Your 
Company 


STATEMENT JANUARY I, 1925 


$12,500.000.00 


FOR ALL OTHER LIABILITIES 


21,338 


19 


* . e 


ET SURPLUS | 


14,337,235.32 
48,176.197.5 1 


LOSSES PAID POLICY HOLDERS 


$164,897,335.64 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$26,837,235.32 


Home Office, One Liberty Street 
New York City 


WESTERN DEPARTMENT 
C. R. STREET, Vice-President 
W. L. LERCH, Manager 
310 S. Michigan Ave., Chicago, Ill. 


PACIFIC DEPARTMENT 
GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street 
San Francisco, California 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 
MARINE DEPARTMENT 
NEW YORK—Ww. H. McGee & Co., General Agents, 15 William Street 


SAN FRANCISCO—George L. West, Manager, 220 


Sansome Street 


CHICAGO— Ww. H. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


AGENCIES THROUGHOUT THE 


UNITED STATES AND CANADA 
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Local Agents Send 
Suggestions to Ad Men 


GIVE VIEWS ON ADVERTISING 








General Information Service Recom- 
mended to Briarcliff Conference 
As We'll As Window Displays 





“A number of suggestions from agents 
were received by the Insurance Adver- 
tising Conference last week at Briar- 
cliff on the subject “How the Adver- 
tising Department Can Help Me.” These 
were read by Horace E. Hooper, ad- 
vertising man at the Phoenix Fire, and 
included the following thoughts: : 

One agent wrote from Pennsylvania: 
“T suggest that, you work up a general 
information service for agents—a reg- 
ular information service for agents—a 
regular kit with complete and up-to-date 
data on every subject of insurance. The 
agent wide-awake enough to advertise 
will realize its value and use it. It will 
help him to live up to his advertise- 
ments as well as advertise the company.” 

The helpful suggestions contained in 
company house organs were praised by 
a New York State agent. He has been 
successful in tieing up many of these 
suggestions with his own service. “We 
find different forms of window display 
especially interesting,” this agent wrote, 
“and appreciate the practice of the com- 
panies in furnishing us with cuts and 
newspaper copy for our local advertis- 
ing. 2 

Another agent with a unique trade- 
mark and considerable dash to his let- 
terhead said: “I decided upon a slogan 
to identify myself first of all, Until I 
was engage’in the insurance business 
I was not in sympathy with the idea 
of advertising, but as soon as I started 
it became evident that there was a real 
problem that must be met in order to 
give myself a commanding position in 
this territory.” He first tried direct 
mail advertising, then switched over to 
newspaper copy, running a four-inch ad 
five times a week.with good results. 

This agent’s final recommendation 
was “Would it mot be wise to send a 
man into your different agencies for 
the single purpose of reviewing the mat- 
ter of advertising? I think that it would 
arouse the interest of agents to a point 
where they would benefit both them- 
selves and their companies. 





N. Y. Insurance Bills 
(Continued from page 1) 


different times various superintendents of 
insurance have expressed a desire to have 
the insurance law rewritten, simplified and 
put into more intelligent language, but 
there has even been a silent opposition 
to such procedure. The banking law, the 
tax law, the corporation laws, the high- 
way law, the election law and the code 
of civil procedure, during the past thirteen 
years have all been rewritten to keep in 
step with the progress of modern times 
while the labor and workmen’s compen- 
sation laws have been rewritten twice, 
but the insurance law has been merely 
patched up and tinkered with whenever 
a new situation arose. 


Rather Complicated 


Some of the obsolete provisions of the 
law have been taken out, but many re- 
main. A sample of the lucid wording of 
the insurance law as contained in part 
of the last paragraph of - subdivision 11 
of section 70 relating to the incorporation 
of, insurance companies is quoted: 


“Except as herein provided, no corporation 
shall be formed under thig article for the 
purpose of undertaking any other kind of 
insurance than that specified in some one of 
the foregoing subdivisions, or more kinds of 
insurance than “are specified in a single sub- 
division; but a corporation may be formed for 
all the purposes combined, or any-~:two or 
more of them specified in the first and second 
subdivisions, and clause (a) of the third 
subdivision, or for all the purposes combined, 


or any two or more of them specified in the 

second, third, fourth, fourth-a, fifth, sixth, 

seventh, eighth, ninth, tenth and eleveth sub- 
divisions.” 

Whenever any additional powers or jur- 
icdiction are conferred upon insurance cor- 
porations or a brand new avenue of in- 
surance is opened, a subdivision of section 
:0 is «asually either amended or a new 
subdivision added thereto. Subdivision five 
of section 70 was amended by chapter 
814 of the laws of 1923 permitting in- 
surance against “larceny” as well as bur- 
glary, theft, forgery, etc. and this year 
by chapter 201 of the laws of 1925, 
authorization for the writing of the jew- 
elers’ block policy was inserted in such 
subdivision. Usually amendments. to the 
insurance law are scattered all through the 
session laws and it often happens that 
a section of the law is amended more than 
cnce during the same year. For the first 
time in the history of New York State 
this year, the Governor disposed of bills 
in his hands as nearly as possible by sub- 


_ ject so that thirteen of the insurance law 


amendments this year are found in the 
session laws in sequence. 


Preparation of Bills 

As practically 90% of the insurance 
law amendments which get onto the statute 
books originate from the insurance depart- 
ment, the question naturally arises, “Why 
so many laws?” The fault apparently 
is in the system of preparation. The in- 
surance department seldom starts the 
preparation of amendments until the leg- 
islature convenes and for many years it 
kas been the practice of the department 
to put each particular subject covered in- 
to a separate bill. This year the legal 
department went a step further and in 
some instances put each section of the 
law amended into a separate bill. All of 
the bills prepared by the Insurance De- 
partment are examined as to form by the 
Legislative Bill Drafting Commission, but 
that commission is seldom called upon to 
actually prepare a measure for the depart- 
ment completely. Many of the state de- 
partments are at work on tentative drafts 
of legislation all the year round and ‘when 
the legislature convenes in January have 
ready a. bill. covering practically all of 
the needs as. evidenced by the experience 
of the .pteceding year. 

After the various insurance bills are 
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CASH CAPITAL: ONE MILLION DOLLARS 


HERMAN AMBOS. sn0 vice. 29 15. 
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introduced in the legislature, public hear- 
ings are held upon them, amendments are 
quite often accepted and unless the de- 
partmental measure meets with a storm 
of protest, the committee reports it out 
and the measure is usually passed with- 
eut debate, excepting that in the lower 
house Assemblyman Louis A. Cuvillier, 
Democrat of New York, invariably re- 


quests an explanation of the necessity of ° 


each measure as it comes up for a vote 
and ends by voting for the bill. 


Bad Example of Bill Drafting 

One of the worst examples of bill draft- 
irg ever evidenced in statute is. contained 
in chapters 520 and 527 of the laws of 
1925. The Insurance Department amended 
section 210 and added a new section 210-a 
to the law relating to cooperative life and 
casualty companies, but instead. of writ- 


> 


- ing the entire subject into one bill, they 


made two bills of the subject, which in 


of Paris, France 


of Paris, France 


of London, England 


UNITED STATES MANAGERS 


123 William Street - 
New York, N. Y. 


turn became two chapter numbers. Four 
separate laws were enacted relating to 
agents, which all might have been com- 
bined into one measure. Three measutes 
relating to splitting of. commissions by 
mutual automobile casualty, mutual auto- 
mobile fire and mutual employers’ fiabjl- 
ity companies could have been written into 
one bill and one law. As a matter of fact 
instead of there being 21 separate amend- 
iments to the insurance law this year, a 


‘rearrangement and combination of the u- 
‘controverted measures could have been had 


so that: at the most 12 actual chapter 


> numbers. would. have taken care of all of 


the amendments. The debatable measures 
of course would naturally be introduced 
as separate bills. Two separate chapters 
were enacted amending section 231 relat: 
ing to powers of fraternal benefit soci¢- 
ties, while the subject of jewelers’ block 
and marine insurance of precious metals 
is covered by two, instead of one chapter, 


GENERAL FIRE ASSURANCE. COMPANY 
URBAINE FIRE INSURANCE COMPANY 


EAGLE STAR & BRITISH DOMINIONS INSURANCE COMPANY, Ltd. 
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North British Shows 


Good Growth in 1924 


(Continued from page 20) 


he necessary to consider such a drastic 
and unprofitable course of action. 

The Occan Marine has now been trans- 
ing marine business for a period of 
and, looking back over its his- 
see, from time to time, the re- 
\f similar conditions. The only 

us to pursue is to carry on, 


act 
/65 years, 
jtory, we 
yeurrence ¢ 


j¢ourse 10 ° ; 

in the meantime conserving our connec- 
ions and avoiding much loss if we can- 
‘bot make much profit. The accumulated 


marine fond produces an interest income 


much more than sufficent to provide the 
dividend which we expect to get from 
the Occu Marine, and we. can afford to 
wait for the day when stern necessity 
will have brought about a more reason- 
4ble stat’ of affairs. Meantime we can 
yt least console ourselves—if not congrat- 


tlate oursclves—with the thought that our 
festraint in waiting several years until 
we have obtained a clear idea of the actual 
{rading results of these past years, leaves 
as in the happy position of having ample 
reserves ii hand to enable us to face with 
‘equanimity the results of the years through 
which we are now passing. 


Consolidated Account 


From the usual synopsis of the results 
of our operations in the different share- 
holders’ accounts for the year 1924 you 
will see that the total underwriting profits 
(including £35,000 on marine _account— 
teally applicable to an earlier year) 
amounted to £575,057 14s. 7d. and the 
combined interest to £398,595 14s. We 
have, of course, to provide as usual for 
our preference and ordinary dividends, for- 


income tax on profits, and. for sundry , 


other debits to profit’ and loss; and .we 
have set aside, specially, on North Brit-, 
ish & Mercantile account: a ‘sum | of, 
25,090 to enable us to value at the 31st 


December, 1924, our United States securi-, 


ties at the par of exchange, so that 
when the exchange reaches that level, as 
it practically already .has, we shall have 
no depreciation to providd for on that a¢- 
count. We have also decided to transfer 
£200,000 to the contingency fund, which 
we first established in 1922, making that 
fund up to £500,000. This-is a fund which 
we think we shall find more useful than 
a more formal reserve fund; for one is 
always unwilling to dfaw tpdort a reserve 
fund after it has been set aside, but a 
¢ontingency fund, not earmarked in any 
way as held for any particular purpose, 
but by its very name intended to meet 


contingencies, could be utilised without ob- . 


jection for any purpose out of the ordin- 
ary course. ee 
As a result, the balance of the “North 
British & Mercantile profit and loss ac- 
‘count stands at the 3lst December, 1924, 
practically at the figure at which it stood 
_at the end of 1923, but on the combined 
account, notwithstanding these special ap- 
ropriations, the carry-forward is in- 
creased by £207,036. In all the circum- 
stances, we have felt justified in recom- 


mending you to declare a dividénd ‘for ~ 


24 of 15s. per share, as against 14s. 
for 1923 and 13s. for 1922. This dividend 
and the dividend on the preference stock 
will, as in previous years, practically ab- 
sorb the interest of the company and its 
subsidiaries for 1924. 

For the satisfactory results of the year 
I must, as on many previous occasions, 
ask you to tender your hearty thanks to 
the offices and staff at the _two head 
offices, 
staff at New York, Montreal, and Mel- 
bourne, and to all our representatives in 
other paris of the world. 

__ Insurance and Trade Conditions 
With these remarks I conclude my re- 
wew of the last year’s: results of the 
different <iepartments of our business, and, 
as I said in my opening remarks, the 
Feport, taken by itself, is a satisfactory 
one. But we cannot isolate ourselves from 
the general conditions of our own country 
the rest of the world, and these are 


io the directors, managers; and. 


far from satisfactory. It is true that 
we are still securing a large volume of 
new life business and transacting a large 
and reasonably profitable fire and accident 
business both at home and abroad: but it 
cannot be denied that all departments of 
our business would benefit by the restora- 
tion of trade in this country and the 
return of settled political and financial 
conditions in Europe; and, without mak- 
ing any prediction, we can at least say 
that in our own way we are contributing 
materially to the hoped-for result. It is 
certainly worthy of note that, of all de- 
partments of British trade and commerce, 
that of insurance has made, perhaps, more 
headway since prewar days than any other, 
and stands out now in sharp and vivid 
contrast with the tales of depression in 
other quarters. 


Comparison With 1913 Figures 


~ “Let me illustrate this fact by a few 


figures. The net premium income of all 
the British companies, fire, accident, or 
casualty, marine, and life, is estimated 
to have risen from _ slightly over 
£100,000,000 in 1913 to well over 
£200,000,000 in 1923. : 

If you look at the investment side of 
insurance you will find an equally strik- 
ing illustration of the progress of insur- 
ance, for the total loans and investments 
of all British companies are estimated to 


have amounted in 1913 to about £500,000- 
000, in 1923 to about £730,000,000. 

These figures show a remarkable prog- 
ress in ten years; and the value of that 
progress, as a factor in the trade of the 
country, lies, not only in the growth of 
the totals, but also in the fact that they 
represent, not a domestic, but a world- 
wide industry. It is impossible to analyse 
the figures and say how much is home 
business and how much is foreign, but 
undoubtedly in ‘the case of fire and acci- 
dent business a large portion comes from 
foreign fields where British insurance has 
long been pre-eminent. If you ask how 
this pre-eminence of British insurance 
companies all over the world is to be 
accounted for, there are several reasotis 
which might be given; but not the least 
important is the fact that, whatever. dif- 
ficulties we encounter in our activities 
abroad—and they are both numerous and 
diverse—here at the centre, from which 
these activities are ditected and supported, 
we have always been allowed to manage 
our own affairs largely free from Home 
Government regulation or restriction. 





APPOINTED SPECIAL AGENT 

H. L. Lastrapes has been appointed 
special agent of the North British & 
Mercantile and its affiliated companies in 


Louisiana to assist Special Agent J. W. 
Atkinson. 
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ADJUSTER 
for STATE of CONNECTICUT 


Wide Experionce Prompt Service 
Mcderate Charges 
Tel. 221-4 Washington 
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ADJUSTERS’ RULES IN FORCE 

The revised code of rules to govern 
the practice of public adjusters in New : 
York City is going into effect at once, 
Superintendent of Insurance James A. 

eha atfinounces. The adjusters will 
have their headquarters where informa- 
tion on fires happening during the night 
will be brought, as under the new rules 
they will not be permitted themselves 
to solicit business at night. 


JAMES PREVOST DEAD 

One of the oldest agents in the coun- 
try, James Prevost of the Prevost-Has- 
singer Insurance Agency, New Orleans, 
died a few days ago. In 1886 he was 
appointed agent of the Continental which 
he represented until his death. He also 
represented the American Eagle, the 
Fidelity-Phenix and other companies. 





J. L. MOSHER IN ALBANY 
John L. Mosher has been appointed 
special agent of the Commercial Union 
fleet in Eastern New York State, with 
headquarters in Albany. 
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Globe ¢ Rutgers 


FIRE INSURANCE COMPANY 


111 William Street, New York 





January Ist, 1925 


ASSETS 
Bonds and Mortgages..$ 494,660.00 
U.S. Liberty Bonds.... 604,990.00 


Government, City, Rail- 
road and Other Bonds 
nnd Stocks... . «.n.<'s 48,605,806.95 





Cash in Banks and Office 1,889,579.56 
Premiums in Course of 
Cofection .. 2375. 8,648,820.24 
Interest Accrued ...... 348,534.10 
Reinsurance Recover- 
able on Paid Losses. . 62,312.21 
$60,654,703.06 


LIABILITIES 
Camtel 626k. Cie $ 3,500,000.00 
Sarnins 66S 19,810,623.92 
Reinsurance Reserve... 20,280,922.14 
Losses in Course of Ad- 





justiietit 4005s 5 ca 6,608, 157.00 
Commissions and Other 

MOMS in ety 6,650,000.00 
Reserve for Taxes and 

Depreciation ......... 3,805,000.00 

— -$60,654,703.06 





Surplus to Policy Holders $23,310,623.92 


E. C. JAMESON, President 


LYMAN CANDEE, Vice-President 
J. D. LESTER, Vice-President 
G. C. OWENS, Asst. Secretary 


W. H. PAULISON, Vice-President 
W. L. LINDSAY, Secretary 
A. G. CASSIN, Asst. Secretary 
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A. H. WITTHOHN, Secretary 
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Sound Government 
Our Best Insurance 


says SENATOR G. W. PEPPER 


Finds Independence Companies Carry- 
ing Out Best Traditions of Independ- 
ence Square, Philadelphia 





The Hon. George Wharton Pepper, 
United States Senator from Pennsyl- 
vania, did not feel a bit uneasy in. his 
address O71 the occasion of the dedica- 
tion of the new Independence Building 
last week He has appeared before in- 
surance bodies in the past and has an 
understancing knowledge of the posi- 
tion occupied by insurance in the gen- 
eral business structure of this country. 
A fine scholar, a highly estimated pub- 
fic servant, he spoke with easy grace 
and was 1ousingly cheered at the con- 
clusion of his remarks. 

Digressing just a little from what he 
had in his mind especially to say Sena- 
tor Pepper remarked that it spoke vol- 
umes for the splendid make-up and suc- 
cess of The Independence Indemnity that 
it should become the parent of so thriv- 
ing a youngster as the Independence 
Fire at the early age of two and a half 
years. 

“In his address Senator Pepper said in 
part : 


“The prosperity of these two com- 
panies, the adequacy of their new build- 
ing and the significance of its site: these 
are the three elements to which a speak- 
er on this occasion cannot fail to refer. 
I want to do more than refer to them. 
I want to combine them by suggesting 
that the title and character of these 
companies make Independence Square 
their normal home, and that this build- 
ing actually embodies the spirit by 
which these companies are destined to 
live and become great. 

“Independence Hall has witnessed the 
underwriting of the two greatest poli- 
cies of insurance ever subscribed—the 
Declaration of Independence and the 
Constitution of the United States. It 
does not require a stretch of imagina- 
tion to think of these documents as in- 
surance policies. Nations, like individ- 
uals, may suffer loss) There is always 
a need for something very much like 
national insurance. The things from 
which a nation may suffer loss are defi- 
nitely ascertainable and they are well- 
worth guarding against: war, waste, 
hard times and Governmental inefficiency 
are like death, fire and accident in the 
case of the individual; We know they 
are going to happen but we want to 
prevent them from happening in our 
days or in the days of our children. 
W hen these things do happen, however, 
they injuriously affect all of us and not 
merely some of us. Our interest, there- 
lore, in natignal insurance, by which 
I mean sound government and wise 
policy, is at least as great as the in- 
terest of the individual to insure his life. 
“Sound government and wise national 
policies are merely other names for in- 
surance against war, waste, hard times 
and the failure of government to do 
what we expect of it. 

“If we are going to insure against 
these things we must each pay a pre- 
mum and as the risk is great, the pre- 
mium must be large. It cannot be paid 
m money. It is measured in terms of 
the intciligent interest of the citizens 
im public affairs and his willingness to 
work to accomplish the results which 
his brain approves, 
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Fire Reinsurance Treaties - 


Eagle Fire Insurance Company (New Jersey) 
Baltica Insurance Co., Ltd. 


_ New England Fire Insurance Co. (Massachusetts) 
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The North River Insurance Co. of 
New York 

Richmond Insurance Company of 
New York 


United States Merchants & Shippers 
Insurance Company 
New York State Fire Ins. 

Albany, N. Y. 


Co. ef 


New York 


ment, Freeport, Illinois 
Hines Brothers, Managers, Southern 
Department, Atlanta, Geergia 
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Union Fire Insurance Co. of Buffalo, 


Ff. M. Gund, Manager, Western Depart- 


United States Fire Insurance Co. of 
New York 

British America Assurance 
Toronto, Canada 

Western Assurance 
Toronto, Canada 

United States Underwriters’ Pelicy 
of New York 


Co. eof 


Company of 


W. S. Jackson, Manages, Pacifie Coast 
Dept., San Francisco, California 
Cobb Glass & Co., Managers, North 
Carolina Dept., Durham, Nerth 
Carolina 








“Across the Square our forefathers, 
who subscribed these historic documents, 
underwrote great risks. They undertook 
to insure the sacredness of human life 
and the inviolability of personal liberty. 
They recognized that a people thus pro- 
tected were sure to be successful in 
the pursuit of national happiness. How 
well they reasoned is attested by the 
fact that this land of ours is an object 
of desire on the part of millions of peo- 
ple in excess of the limit of our powers 
of assimilation. 

“As our Government is based upon the 
theory that the governed should also 
be governors, so these two insurance 
companies grew out of the desire of 
agents who were placing insurance to 
become themselves partakers in the 
business of insuring. 

“Historians tell us that the founders 
of the Republic worked with all the 
greater assurance because they knew 
that when the time came there was at 
hand a man for Chief Executive upon 
whose wisdom and integrity all could 
rely. I venture to suggest that these 
companies might not have been so read- 
ily organized and could not so quickly 
have commanded public confidence had 
it not been possible to draft Charles 
H. Holland as*their head. We hail him 
today as the father of his companies. 

“Whenever you find a government set 
up as a protest against foreign rule you 
are apt to find due emphasis placed 
upon the importance of diffused human 
happiness. When distributors organize 
an enterprise for production or when 
agents organize an insurance company, 
you may be sure that they will gladly 
give recognition to the essential part to 
be played by their fellow-workers of 
all grades and to the necessity of cul- 
tivating human relations with all with 
whom they come in contact. When I 
learned that this is in fact the guiding 


principle of the Independence Companies 
I thought it unnecessary to look farther 
for an explanation of their success. 

“As Independence Square was the nor- 
mal home for companies so conceived 
and so dedicated, the design of the 
building had of necessity to take account 
both of environment and of use. The 
task of architects was to provide a home 
for companies which do business not 
merely on the square but on this square. 
Not too tall a building—for we must 
never dwarf Independence Hall. A build- 
ing with light on four sides—because 
there must be comfort for the workers 
inside and there are no dark secrets from 
the outside public. A building adapted 
to the growth of a business already great 
—because success well deserved is an in- 
surer of its own life. A building remin- 
iscent of the best architecture of the 
Georgian period—beckhuse it was this 
period which gave character to Indepen- 
dence Square. How well the architects 
have succeeded our eyes today bear wit- 
ness. I predict that the building will be 
found to be livable as well as sightly— 
just as our form of government is not 
merely intellectually satisfying but prac- 
tically effective. 

“I highly value the opportunity to take 
part in the exercises of the day. 

“My part is an easy one. I need not 
speak for the companies: their astonish- 
ing*record speaks for itself. I need fot 
speak for the building: it is its own best 
interpreter. Perhaps I may be permitted 
to speak for those here: assembled and 
for the citizens of Pennsylvania when I 
congratulate Mr. Holland and his asso- 
ciates upon the certain success of a gréat 
enterprise so happily begun. In their 
name and on their behalf I express the 
sure hope that this building will stand 
in perpetuity as the home of a useful and 
honorable commercial venture, conceived 
in the Spirit of °’76, dedicated to the 








public good and officered by men of light 
and leading. 

“When things go wrong there are al- 
ways plenty of people who want to 
change the Constitution. I think that 
the real problem is personal to ourselves. 
It is the problem of proving that we are 
worthy of the form of government which 
the fathers have bequeathed to us. It 
is we, and not the Constitution, that need 
amendment. It is in harmony with this 
thought that I close my address with a 
single- aspiration: that the future of 
these companies. may be worthy of the 
spirit in which they were conceived, of 
the people who brought them to birth, 
and of the place in which they are grow- 
ing to greatness. 


AUTO TITLE LAWS SPREADING 





Twenty-Five States, Or Over Half in 
Country, Now Have Them; Two 
Bills are Now Pending 


With twenty-five states having cer- 
tificate of title laws for automobiles, 
motor car underwriters feel they are go- 
ing to see less stealing this year and an 
increase in the number of recoveries. 
Certificates of title laws cannot stop the 
stealing of automobiles but they certain- 
ly render far more easy the recovery of 
stolen cars and this in the end will work 
as a deterrent to the original theft. 

Ten states passed the title law during 
the winter of 1924-1925 and in two states, 
Illinois and Wisconsin, bills are now 
pending. These laws require the pos- 
sessor of every car to have a certificate 
proving him the rightful owner. While 
it is not imagnied that every state in the 
country will adopt a title law the spread 
is now so rapid that within a few years 
two-thirds ot the states should be en- 
joying the protection afforded by this 


law. In New York State no bill was 
introduced this year because of the 
strong opposition existing here. How- 


ever, it is probable that such a bill will 


go to the legislature at Albany at the 
1926 session. 





HIT AUTO CLUB COVERS 

Lansing, Mich., June 10.—Automobile 
club insurance protection in various forms 
was hit last week at the last of a series 
of regional meetings held throughout the 
state by the Michigan Association of In- 
surance Agents. The final meeting was 
staged at Muskegon where upwards of 
tour-score agents from northwestern 
Michigan gathered for a discussion of 
general and local problems. Battle Creek 
was also the scene of a group conven- 
tion during the week, the two sessions 
winding up an extensive regional program 
of President Phil J. Braun of the Asso- 
ciation. 





HERSWELL MADE MANAGER 

Charles M. Herswell has been ap- 
pointed manager of the Merchants Fire 
of Toronto to succeed F. P. Wythe who 
has resigned on account of ill health. 
Mr. Herswell is one of the best known 
fire insurance executives in Canada. The 
Merchants Fire is a subsidiary of the 
London & Lancashire. 





C,,E. CASE GIVES LUNCHEON 

Charles E. Case, assistant United 
States manager of the North British & 
Mercantile, who was recently elected 
president of the Insurance Society of 
NewYork, was host at a luncheon last 
week to the officers and executive com- 
mittee of the society. The luncheon was 
held at the Down Town Association. 
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MARINE & AUTOMOBILE DEPARTMENT 








Says Big Companies 
Keep the Rates Low 


GET PROFIT ON REINSURANCE 
Take Enormous Gross Lines and Turn 
Underwriting Loss Into Profit 
From Commissions 


Samuel Barker, late general manager 
and underwriter of the Sea Insurance 
Company of Liverpool, has written an 
interesting letter to the London Times, 
in which he describes the present con- 
ditions of the marine insurance market, 
and the causes which have led up to 
them. In part he says: 

“The cause for the deplorable condi- 
tion in which this important branch of 
insurance stands is, in my opinion, en- 
tirely due to the policy of what may be 
called the Big Five. I do not blame any 
one of them individually, but until they 
can agree among themselves it will be 
a case of the survival of the fittest which 
principle is not business when it has 
to be remembered that the competition 
in this branch is world-wide and not 
confined to these islands. 

“Stabilizing rates and values on a re- 
munerative level would be a step in the 
right direction, but without limitation of 
the line underwritten by any one in- 
dividual underwriter no agreement can 
last. 

“With the enormous ‘swallow’ of the 
Big Five there is not enough to go 
round, and no underwriter can be ex- 
pected to support increased rates and 
values if he does not get sufficient busi- 
ness to support himself. 

“The evil is caused by writing large 
lines at an inadequate rate, the under- 
writer relying on commission received 
on the amount reinsured to turn a cer- 
tain loss into a small profit. It is evi- 
dent that if a company takes a line of, 
say, £100,000 ($500,000) on a risk, retain- 
ing, say, £5,000 ($25,000), receiving say, 
5 per cent. commission on the £95,000 
($475,000) reinsured, a profit on the trans- 
action may result, but this is not under- 
writing, and the sooner the stronger 
Offices take counsel together and seek to 
remove this most glaring evil the better. 

“The evil applies more to hull insur- 
ance than to cargo business, and I main- 
tain that the cutting of rates which is 
said to have ruined the business is due 
to the competition among the five big 
brothers to see which can swallow the 
biggest line, and no improvement can 
take place until this greedy appetite re- 
sults in indigestion, of which here are 
some signs, for surely, although you can 
make a fool of a reinsurer several times, 
you cannot do so all the time. If the 
gross premium income of these big com- 
panies before reinsurance were shown 
as well as the net premium income after 
reinsurance, it would be seen who is the 
greatest offender.” 

Still, at times, some of these large 
‘swallowers” have sizzled in their own 
fat, when the reinsuring companies have 
failed to pay up. This may possibly 
be one of the “signs of indigestion” to 
which Mr. Barker makes reference. 


AUTO CLUB OUTING 
The Automobile Underwriters Club 
will hold its annual outing at Diamond 
Spring Inn, Denville, N. J., on Wed- 
nesday, June 24. Golf, tennis and other 
sports will feature the event, which will 
be devoid of set speeches. Thomas L. 
Rettie, manager of the automobile de- 
partment of the Royal Exchange, and 
George A. Bernard, secretary of the 
Newark Fire, will provide some of the 

entertainment. : 


FORBUSH ON “MAJESTIC” 
United States Manager G. W. Forbush 
of the Royal Exchange Assurance sailed 
on the “Majestic”? on Saturday of last 
week. 











SELL MORE MARINE RISKS 


Is Advice of Automobile of Hartford To 
Local Agents; Many Profitable 
Opportunities Present 


Local agents are urged by marine in- 
surance executives of the Automobile 
of Hartford to write larger marine lines, 
as agents often fail to appreciate the 
opportunities to go after this form of in- 
surance. Assistant Secretary Fred Mac- 
cabe says: “In the endeavor to keep 
the Automobile as the ocean marine 
leader I shall do my part in the foreign 
marine department. Further than that 
whenever I can be of any help in in- 
creasing our ocean marine production I 
am here to command.” 

Assistant Secretary “Bert” Poeller has 
this to say: ““More ocean marine business 
could be written in’ the field. It is a 
iine that takes time to develop. Some- 
times several months pass before premi- 
ums develop, but when they do develop 
they grow automatically both as to pre- 
mium and commission enjoyment and 
agents who are willing to build a found- 
ation for this line will eventually reap 
a big benefit.” 


ANOTHER KICK ON MARINE 





Royal Insurance Comrgany, Like Many 
Others, Finds Unfavorable Con- 
ditions Still Persisting 


Not a whole lot of satisfaction was 
found by the Royal of Liverpool in the 
results of marine underwriting for 1924. 
W. R. Glazerbrook, chairman of the com- 
pany, in his annual statement to the stock- 
holders, gives this report on the year’s 
underwriting : 

“The marine insurance market con- 
tinues in an unstable condition, and the 
causes which have led to this may, I 
think, be roughly summarised under the 
following leadings:— 

“(1) World-wide trade depression 
and consequent shortage of risks re- 
quiring marine insurance cover. 

“(2) Over-supply of capital in this 
market, which brings with it the nat- 
ural result of keen competition for the 
restricted business which is available. 

“(3) Growth of a system under 
which unduly large lines on risks of- 
fering in the market—necessitating 
considerable reinsurance—are written 
by individual companies at rates 
which we consider inadequate, thus 
further accentuating competition. This 
may continue until the reinsuring 
companies find from their own ex- 
perience that the business is more 
likely to result in a loss than a profit. 
“Under these circumstances, there- 

fore, it is very satisfactory to record 
that we are able to show an appreciable 
profit amounting to £76,397 for the 
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closed year 1923, after making full pro- 
vision for estimates and outstanding 
claims -by transferring £150,000 to sus- 
pense account for that purpose. 

“The premium income for 1924 at 
£1,024,050 shows a slight increase over 
that of 1923; the claims settled during 
the first year work out at 36.0 per cent., 
against 24.1 per cent. for the year 1923. 
The significance of this increase in first 
year settlements will not have escaped 
you as indicating that the 1924 account 
cannot be a favourable one. 

“It is clearly desirable that efforts 
should be made to put marine insurance 
business on a sound basis, as untable 
condition are bad for insurers and in- 
sured alike. At the same time, it cannot 
be overlooked that there are elements 
inherent in the marine situation that 
make “concerted action” much more 
difficult of achievement than is the case 
in other classes of insurance. 

“Genuine efforts have been made in 
the past, and will doubtless be made 
again, and, even if past history may not 
hold much encouragement, we would 
welcome the stabilising of the business. 
But agreements, to be effective, must 
command general acceptance, and in 
an international business like marine in- 
surance, agreements must fail now as in 
the past if they are not drawn up with 
sufficient elasticity to meet wide dif- 
ferences of conditions and divergent, but 
nevertheless aell-founded, opinions. 


DINNER TO A. P. MURTHA 

Andrew P. Murtha, who has returned 
to marine insurance as an underwriter 
for Titus, Guilfoyle & Coner, Inc., was 
guest of honor at a dinner given last 
Friday evening at Raymo’s Restaurant in 
Greenwich Village by nearly fifty of his 
friends among marine underwriters, 
brokers and business men. In connection 
with the occasion they presented him 
with a fine gold fountain pen and pen- 
cil. Among those who spoke were J. 
Keegan, of Johnson & Higgins; Richard 
Lenahan, of Maclin, Brown Van Wyck; 
Leo Hart, of Roberts & Ebert; John 
Byrne, of Talbot, Bird & Co.; Austin 
Titus, of Titus, Guilfoyle & Coner; B. 
T. Nolan, of B. T. Nolan & Co., and 
others. All expressed their pleasure at 
seeing Mr. Murtha returning to the bat- 
tle of Beaver Street, where marine com- 
petition runs hot and heavy. 
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United States Merchants & Shippers Insurance Co., New York 
Admitted Assets, $4,678,186.54 
Tokio Marine and Fire Insurance Co., Ltd., Tokio 
Admitted Assets, $6,601,491.37 
Indemnity Mutual Marine Assurance Co., Ltd., London 
Admitted! Assets, $1,343,699.85 
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Jeweler’s Block Conferences 
To Be Formed; Unif>rm Policy 


Competition in the jewelry block Dol- 
icy field has become so kee: that thoy 
underwriters who are interested in this 
business are forming a conference tg 
agree upon uniform policies and rates 
It will be recalled that Anierican com, 
panies and admitted foreign companies 
entered this field only within the las 
month, but nevertheless because of the 
insistence of brokers upon favorable 
rates a rate war has been threatened 
A meeting was held last Friday at which 
the following offices were represente(: 
‘Automobile of Hartford, St. Paul Fire 
and Marine, Commercial Union, Cen. 
tury, Appleton & Cox and Chubb & 
Son. 





NATIONAL BOARD ELECTION 

In addition to the election of Wilfred 
Kurth as president of the National Board 
of Fire Underwriters the following off. 
cers were also elected: 

Thomas H. Anderson, manager and 
United States attorney of the Liverpool & 
London & Globe, elected vice-president: 
Paul L. Haid, president of the America 
Fore companies, treasurer, and Sumner 
Ballard, president of the International, 
secretary. 

Five members of the 
mittee to serve for three years were 
unanimously elected as follows: W. M. 
Speyer, manager of the Pacific Coast de- 
partment of the New Zealand; Alfred G. 
Martin, manager of the Northern of Eng- 
land; Gustav Kehr, president of the Na- 
tional Liberty; Pictor Roth,  vice-presi- 
dent of the Security and James Marshall, 
vice-president of the Northern of New 
York. They take the places of Wilfred 
Kurth, Neal Bassett, J. B. Levison, Per- 
cival Beresford and James Wyper, whose 
terms have expired. The holdover mem- 
bers of the executive commitice are C. 
Weston Bailey, George G. bulkley, Ly- 
man Candee, George M. Lovejoy, Whit- 
ney Palache, C. G. Smith, E. FE. Cole, Otto 
E. Schaefer, J. Lester Parsons and Fred- 
erick B. Kellam. The executive commit- 
tee will elect its chairman at its June meet- 
ing. 


executive com- 


PRAISES AN ARTICLE 
“Personal Efficiency” in its current issue 
calls attention to un article rece: tly printed 
in “The Hartford Agent,” under the cap- 
tion, “If It isn’t A Secret, Tell {t To Your 


Local Newspaper.” The comment ol 
“Personal Efficiency” is that ‘hie article 
was valuable and the advice ‘goes for 
many types of business as well as the 


insurance field.” 





JUDGMENT IS REVER “SED 
In the case of Daniel C. Burke, »s trustee 
in bankruptcy of Joseph Shaheen, bankrupt, 
appellant, against the National erty, the 
Appellate Division, third depa:tment, at 
Albany, has handed down a decis'.1 revers- 
ing the judgment and order below on the 
law, and granting a new trial, ».:‘h costs 

to the appellant to abide the event. 





Fred A. Young, of Laconia, ». ‘1., has 
sold his agency to the Melcher & Pres- 
cott Agency, for many years tic lead- 
in Laconia. Mr. 
Young has been in insurance ior over 
thirty years and is retiring now on ac 
count of impaired health. 
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Holland’s Genius 
Signally Honored 


1s MOVED BY FELICITATIONS 





Directors, Fellow Officers, Agents, 
Friends and Staff Join in 
Wonderful Tribute 


Ry W. L. Hadley 


And in the fullness of time they came 
from far and near to proudly honor a 
genitis— 

During four days of last week there 
hum of activity around about the 


was a : 
corner of Fifth and Walnut Streets in 
Philadelplia. From all parts of the 
United States there had gathered _ stars 
whose lot in business life it is to sell pro- 


tection to the general public against any 
joss which might occur as a result of fire, 


or by accident, coverable by policies pro- 
vided by fire and casualty insurance com- 
panies. 


It-was the occasion of the dedication of 
the new nome office building of The In- 
dependence Companies of Philadeiphia. 
These men had been drawn to service 
under the banner of the Independence 
Companies during the two and a half years 
of corporate life of the parent company— 
The Independence Indemnity—and its first 
child, The Independence Fire—with less 
than a year of active life, by the magnet 
at their head. : 

They had now been called to a spot right 
under the shadow of historic Independ- 
cnce Hall to make plans for the continued 
growth of these companies and take part 
m the dedicatory ceremonies of the new 
Independence Building, designed and built 
to house these two husky youngsters. 

Behind all this and trickling through 
the activities of the past week, and those 
weeks leading up to the achievement cele- 
brated, there had been a dominating, draw- 
ing, binding and helpful personality, com- 
bind with an astute business acumen, the 
outgrowth of much study and many years 
practical experience, to which these men 
from Maine to California counted it both 
a privilege and a pleasure to do honor. 

From the field of art they called upon 
the skilled execution of that more modern 
famous painter, John Garth, for. an ex- 
pression of affection for their chief, and 
presented him with “The Ironworker,” one 


“of the artist’s masterpieces, while from 


God's garden there was requisitioned 
seventeen baskets of the most gorgeously 
beautiful flowers which were sent iv adorn 
his office and carry to the head of The 
Independence Companies a loving testi- 
monial of their devotion. 

From the United States Senate came 
George Wharton Pepper ‘to grace the oc- 
casion with his presence and be the chief 
speaker during the ceremonies, and former 
Governor W. C. Sproul, of Pennsylvania, 
a director of the companies, sat in with the 


rest of the Independenee family and off- 
cially thanked Senator Pepper for his 
Presence and speech. 

There were representatives of several 


Philadelphia companies and many. out of 
town companies, also men prominent in 
big business arid law and letters. 

Adding just -that, touch which brings 
such an event to its topmost pinnacle 


Were ‘o be found a number of wives of 
officers and agents attending the cere- 
Monies, including Mrs. Charles H. Hol- 


a 


‘ated: the charming wife of .The Inde- 


pendence Companies président.” 

Charles H. Holland,’ president of The 
Independence Indemnity andthe _Inde- 
pendence Fire might be: pardoned if he 
ielt just a little bit ‘conceited, in fact he 
would have been devoid of “human re- 


lation - attributes,” “if he were not so, as 


he looked about to see the sincere evidence 
of affection which had been lavished upon 
him. Mr. Holland was as a man in a 
reverie as he walked about his -beauti- 
fully appointed office and the board room 
on the eighth floor of this latest :nonu- 
ment to a genius. 

In his short informal talk at the dedi- . 
cation ceremonies of the new Independ- 
ence Building, President Holland told 
that it was but six months to the day 
from the time the corner stone was iaid 
until the new Independence Building 
was completed and occupied. He paid 
warm tribute to the architects, the con- 
tracting and. building company having 
the work of construction in charge, and 
to Vice-President Willard L. Case who 
had under his supervision the construc- 
tion or the building from the company’s 
standpvint. 

Mr. Holland paid a special tribute to 
Engineer John P. Rothrock, who having 
charge of construction, had set a time 
schedule, and had literally lived up to that 
schedule, delivering the building as he 
had set out to do. To Mr. Rothrock, 
President Holland presented a_ beautiful 
and valuable clock. 

The dedication ceremonies were held 
on the sixth floor of the building the 
entire floor being beautifully decorated 
for the occasion, and just after the con- 
clusion of Senator Pepper’s speech the 
Senator was invited by President Hol- 
land to hoist to the flagstaff atop the 
building for the first time a magnificent 
United States flag. 

Following the ceremonies a_ buffet 
luncheon was served to the guests; the 
official family of the companies, and the 
entire office personnel. 

A beautiful souvenir, in the form of a 
book entitied “At the Historical Center 
of The United States” containing con- 
tributions by William George | Jordan, 
former editor of The Saturday Evening 
Post, Howell Lewis Shay, of Ritter and 
Shay, architects of the building, and 
William C. Sproul, former governor of 
Pennsylvania, and planned and prepared 
by The Brearley Service Organization of 
New York City, will be mailed to each 
guest attending the dedication cere- 
monies. 

Thus concluded what President Hol- 
land assured those who heard his re- 
marks, a momentous event in the history 
of The Independence Indemnity and the 
Independence Fire. 





1925 CASUALTY BOOK OUT 


Best’s 1925 edition of casualty and mis- 
cellaneous insurance reports has been 
sent out to subscribers. It is the twelfth 
annual edition and contains among other 
features a discussion of the necessity 
for changes in existing methods of com- 
puting rates and reserves. 

There are financial reports covering 
stock and mutual companies, Lloyds or- 
ganizations, reciprocal or inter-insurance 
exchanges, state funds. assessment’ acci- 
dent and health associations, companies 
transacting title and mortgage insur- 


ance and lists of retired companies and 


associations. 
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(;eneral Accident 


ASSURANCE CORPORATION. Lie. 


FREDERICK RICHARDSON, United States Manager 


GENERAL BUILDING, 4TH & WALNUT STS. 
PHILADELPHIA 








Barnhart’s Speech 
Amused Committee 


HIS TALK AT BRIARCLIFF, N. Y. 








Says That None Who Have Left Forgery 
Department of National-Have Made 
Good With Other Companies 





One of the most amusing features of 
the Insurance Advertising Conference 
was the expression on the faces of J. 
G. Mays, secretary of the Royal In- 
demnity; William F. Roehrer, Jr., of the 
Fidelity & Casualty; John W. Long- 
necker of the Hartford group, and C. J. 
Fitzpatrick, United States F. & G., as 
they listened politely to the wind-up ot 
a talk on salesmanship made by William 
L. Barnhart of the National Surety’s 
forgery bond department, telling repre- 
sentatives oi rival companies that his 
own company was great, 

At the conclusion of the talk Messrs. 
Mays, Roehrer, Longnecker and Fitz- 
patrick led the applause. Several para- 
graphs of the talk follow: 

“There being dozens of insurance 
companies writing the same policy, word 
for word, and all being good companies 
with ample capital, surplus and reserves, 
what selling theory can be used by a 
salesman or an advertising man to con- 
vince the prospect or the reader that 
his company should be given the pref- 
erence?” This is the question I have 
been asked to discuss today, but my 
statements today must be taken as being 
only as my own opinions and they do 
not necessarily reflect the policy or 
opinions of my company, or its higher 
officers, se ». 

One feature of my duties has been 


- the hiring of salesmen-to work for my 


company and the supervision of train- 
ing of such salesmen. In this work I 
have visited cities all over the country 
and I am going to tell you the simple 
story of lessons taught me by two 
salesmen I couldn’t hire. 

One day when I was in Philadelphia 
hiring men, a well dressed and business- 
like appearing gentleman presented him- 
self for an interview and as is my cus- 
tom_I questioned him first as to what 
lines he had previously been selling. 
He told me that for twenty years past 
he had ‘been a salesman for woolen 
yarns, representing a well known Phila- 
delphia distributer, 

J said to him: “All right, then, I 

‘ will act*‘as the buyer. Sell me an order 


of woolen yarns and especially tell me 
why I should buy from your firm rather 
than from any of the other twenty-five 
or thirty concerns in this section, who 
also handle similar yarns.” 

“Well, I really don’t believe I can 
tell you any reason why you should buy 
from our firm rather than any other, 
but if you are in the market for woolen 
yarns I would like to show you some 
samples and give you some prices.” 

“Do you mean to tell me,” I asked, 
“that after selling for a firm for twenty 
years you cannot give me any real 
logical reason why your firm is better 
than any of the others in the line?” 

“No, I cannot,” said the salesman 
thoughtfully. 

“Well, I’m afraid you would never 
make a success of selling bonds of my 
company. Good-day.” 

A few hours later a live, alert young 
man stepped into the office opening up 
his sample case and began demonstrat- 
ing to me why I should subscribe to 
“System” magazine and thereby secure 
a set of brochures on selling which he 
was giving with each $12 order. As I 
was writing out my check for $12 to 
hand over to him I tried to sell him the 
idea of going to work selling bonds for 
my company since I could see that he 
had all the ear marks of a successful 
salesman, 

“Not 4 chance on earth,” he laughed, 
as he pocketed the check and looked 
at his watch. “It’s now 11:45 and your 
order is the seventh one I have written 
in this building this morning. I am go- 
ing to knock off for lunch now and take 
time for a couple of games of billiards 
before I start back to work at 2:30, 
and J. will bet you $10 right now if you 
care to take me up, that I will write 
five more orders between 2:30 and 5 
o’clock. You see I have set my quota 

at twelve ordefs a day, which makes 
just a little over $40 in commissions, 
so that by Friday night I have earned 
a little over $200 a week and I am ready 
to play golf on Saturday. I have had 
a lot of sales mangers try to hire me 
after they have heard my salestalk, but 
I have never séen anything yet to beat 
the old ‘System’ proposition,” he con- 
cluded with a smile of pride. 

“That surely is an unusual selling,” 
I said. “Tell me the real secret of your 
success, for I know a good many ‘Sys- 
tem’ salesmen, and I know that not one 
in a hundred show as good an average 
result as you do.” 

Without hesitating a minute for his 


(Continued on page 34) 








GUARDIAN LIFE, 





a 


Established’ 1860 Under the Laws of the State of New York... cael 





Ae 





Tel. RECtor 5112 _ 








INSURANCE CO. = 





HOME OFFICE, 50 UNION SQUARE, NEW YORK CITY 





25 Church St., New York 








Page 30 








(Can-uatiso) walt 


oe 








UNDERWRITER 






















June 19, 19% 





Grants 10% Raise in 
Compensation Rates 


EFFECTIVE ON JUNE 30th, 1925 


Beha’s Letter to Senior; Believes Cor- 
rection of Evils Will Help; 
12% Increase Refused 

James A. Beha, superintendent of In- 
surance, New York, has granted a 10% 
increase in workmen’s compensation in- 
surance rates. This increase will apply to 
all new and renewal business on June 30, 
1925. 

Superintendent Beha in his letter to 
Leon S. Senior, manager of the Compen- 
sation Inspection Rating Board, states: 





“T have given careful consideration to - 


your application for an increase in Work- 
men’s compensation rates in accordance 
with the resolutions of the governing 
committee adopted May 27, 1925. 

“The data submitted indicates that the 
application for an increase is justified 


to the extremely unfavorable loss ex- 
perience of 1923, I find myself unwilling 
to grant the full amount of the increase 
requested. 


“I also find that the data submitted 
contains no corrective factor for errors 
which may have resulted by reason of 
improper payroll audits or misclassifica- 
tion of risks, a factor which, I under- 
stand, has purposely been omitted be- 
cause of the lack of information regard- 
ing the magnitude of the error which 
may have been caused by these under- 
writing faults. 

“This Department is in no better po- 
sition than the Compensation Inspec- 
tion Rating Board or the National Coun- 
cil of Compensation Insurance for de- 
termining with any degree of accuracy 
the error resulting from improper audit 
of payrolls, misclassification of risks or 
other improper practices. I must, never- 
theless, assume that with these faults 
substantially corrected, an increase of 
12% will not be required in order to pro- 





Insurance Certificate Ruling 


The California Insurance Department 
has served notice on companies writing 
automobile insurance in California that 
certificate insurance contracts in the 
case of insurance covering cars sold 
on time must be definite in their 
language. His ruling follows: 

“This department has been informed 
that, in order to more conveniently ef- 
fect insurance upon automobiles being 
sold under conditional sale. contract, it 
is the practice to furnish the vendor, 
or the person or corporation, who is 
regularly engaged in financing auto- 
mobile sales under such contracts, or 
making chattel loans upon automobiles, 
a blanket or “Master” policy, together 
with certificates in triplicate which are 
to serve during the term of the con- 
tract or loan in lieu of any other policy 
of insurance, such certificates to be 
used at the time of the sale of each 


=—=—~ 







retained by the vendor or { 
or corporation financing the sale 
making the loan. Such certificates b 
connected to the blanket policy by refer 
ence thereto. ’ 
“You are hereby notified that, in th 
use of such certificates in licu of nak. 
cies of insurance, either in connectic, 
with conditional -sale contracis or chat. 
tel mortgages upon automobiies, al] such 
certificates must contain the principg 
facts of the insurance, viz, the name 
of the insurance company, tlic name gj 
the insured, the amount or amounts of 
insurance, and the premium charged fg, 
each separate feature of insurance. 
“You are further notified that, jy 
every such case, one copy of the tripl- 
cate certificate, which must be identi 
in every respect with the other typ 
copies thereof, be delivered to the yep. 
dee or mortgagor. Such delivery shal 
be to the vendee or mortgagor in persoy 


























vide adequate rates for compensation automobile, or loan thereon. The by the insurance company, or a duly 2. The Ins 
but I am unable to give my approval as risks. original of the certificate is intended for thorized agent thereof, or mailed }y Did y 
required by the provisions of Section “With a view to inciting carriers to the insurance company, the duplicate for the insurance company to such vendeg he An 
67 of the Insurance Law for the full exercise a greater care in the selection the vendee and the triplicate is to be or mortgagor. sei 
amount of the increase for which appli- of risks whose management shows no a letter fr 
cation is made for reasons following: inclination or desire to adopt means to RS did the 
“T note that the method of:detérmin- safeguard their employees and prevent “In putting the revision of manual ity of accidents. The companies an young 1 
ing the increase applied for, namely accidents, and with the expectation of rates into effect, you are requested to the various company organizations " Well 
12% above the present manual rates, compelling the carriers to adhere to le- draft and submit for approval manual should also take concerted action in this . 
departs from the method used or to be gal rates and sound underwriting prac- rules which will guard against improper matter, for it is obvious that the benefts pia’ 
used in determining manual compensa-_ tices, I have decided not to give appro- cancellation of policies to be re-written of efforts in this direction will not only Confer 
tion rates in other states. This depar- val to the full amount of the increase in order to avoid or take advantage inure to the benefit of the employees seats 1 
ture, I learn, is due to the sharp and applied for. Instead, I have decided to of the increase in rates. covered under the act, but also to all not ve 
unexplained increase in loss experience approve a revision of manual rates to “In your application you refer to the concerned in seeing that compensation Such 
for the year 1923, as compared with the apply to all new and renewal policies increase in cost of workmen’s compen- losses are reduced.” —. 
loss experience of 1922 and the previous effective June 30, 1925 and thereafter, the sation insurance due, in part, to the in- imposs 
year. It was feared that the unfavorable revised rates to be calculated to carry crease in accident severity in this state. Suit for $12,000 has been filed by the else it 
experience for the 1923 policy year would an increase of 10% above the present I am heartily in favor of your sugges- Auxvasse Bank of Auxvasse, Mo., in the they | 
cause embarrassment to many compen- manual rates, such rates to be subject tion that the Rating Board make a _ Circuit Court at Mexico, Mo., against can b 
sation carriers unless relief is granted to adjustment by the experience and _ study of the causes of the increased the United States Fidelity and Guaranty. collect 
and the carriers and underwriters en- schedule rating plans as provided under number of accidents and sincerely hope The suit is based on a surety policy car- count 
gaged in revising the manual rates have the rules approved by this department. that with the co-operation of the Indus- ried by the bank and covering F. ¢ It i 
therefore found themselves compelled to “The application to apply a flat in- trial Commission and with the Industrial Stokes, cashier of the bank. The suit hair 
ignore the 1921 favorable experience-in crease by endorsement to outstanding Board, which I understand has jurisdic- alleges that the insurance company has their 
order that the required relief may be ob- policies written to be effective in the tion of establishing safety standards, refused to pay $10,000 the face of the nied 
tained. Principally, because of the grea- period January 1, 1925 to June 29, 1925 real results may be accomplished in the policy. $2,000 is asked for attorney's polita 
ter weight which has thereby been given inclusive, is denied. reduction of accidents and the sever- ‘ses, etc. he in 
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The Insurance Advertising Conference 
Did you ever go to a convention of 


the American Legion or of a Greek 
letter fraternity or of athletes? If you 
did the first thing you noticed was how 
young they were. 

Well, that’s one of the things which 
struck me at the Insurance Advertising 
Conference last week. The majority of 
seats were occupied by men who are 
not yet or who have just struck thirty. 
Such a bright, eager-looking crowd it is 
impossible to see in session anywhere 
else in the insurance business, and as 
they have all the power to exercise it 
can be stated that this is the youngest 
collection of insurance executives in the 
country: 

It is true that here and there a gray 
hair or more was visible for despite 
their spirit of youth it cannot be de- 
nied of Luther B. Little of the Metro- 
politan, that before he knew Boss Fiske 
he intimately knew Boss Platt and Boss 
Crocker, Boss Quay and Boss Aldrich 
and even Police Commissioner Theo- 
dore Roosevelt, while C. S. S. Miller, 
North British & Mercantile, was private 
secretary to George Harvey when the 
former Ambassador to Great Britain was 
alternating between the New York 
“World” office as managing editor and 
old Delmonico’s, gossiping with the de- 
butantes and their mothers. (See “Life 
of Joseph Pulitzer,’ by Don Seitz. 

In that eager audience at Briarcliff 
there were new faces and old (some 
long acquainted of this writer). The 
range covered all the way from the chap 
who has just made the leap into the 
insurance business from the perch of 
“Printer’s Ink” with its prattling plat- 
itudes or the age-old altitudes preached 
by “Advertising & Selling’ to such 
Spartan slaughterers of simps and bores 
as John W. Longnecker of the Hart- 
ford, who was not reared on reiterated 
tapsodies, but early drank deep from 
the dippers of fresh-from-the soil jour- 
nalism, 

While not a great convention—no con- 
Yention in insurance can be great un- 
less it is burning with a fire of passion 
or righteousness or indignation—it was 
a-good one, easily held the attention of 
th ‘jVariegated groups representing so 
may; different lines of insurance. 
Vaskec Wallace L. Clapp of the staff 
of this paper, who sat all the way 
through it, how the convention stacked 
up and his answer was: “It was very 
Instructive-” si. 

Just how many constructive ideas 
there were will develop when Mansur 
B. Oakes sends out his mimeographs. 
He sat through the convention looking 
lor constructive ideas. 

x oe * 


Taik of Two Presidents 
Incidentally, it was quite a feather in 
the cap of the Conference that it was 
able to get three presidents of insur- 
ace companies to accept invitations to 


come to Briarcliff. Kew conventions 
outside of the top executive type can 
make such a good showing. Unfor- 
tunately, E. G. Snow, president of the 
Home, could not attend at the last min- 
ute, but Haley Fiske did, although he 
had to leave for the Coast two days 
later and to go to Briarcliff cut in on his 
engagements; and F. Highlands Burns 
of the Maryland Casualty also was a 
speaker. Instead of giving a lot of 
“blah,” as has sometimes been known 
on occasions when presidents talk to 
those not yet presidents, this pair of 
executives talked onthe subject most 
interesting to those present—advertising. 

Now there were two things about the 
talk of Haley Fiske which held my at- 
tention very closely. One was his state- 
ment—and with some suspicion of dim 
eyes—that the time must arrive when 
he personally will have to give up his 
fight on disease (leave the presidency of 
the Metropolitan). I hope that time will 
be distant- The other was his state- 
ment that no one should offer anything 
directly for sale in an advertisement, but 
the sales pull must be indirect. He 
thinks that ad writers should word their 
copy so adroitly (but not sacrificing 
honesty), that the reader will feel com- 
pelled to buy. 

This will not win general approval in 
expert advertising ranks. It certainly 
wouldn’t apply to steamship advertis- 
ing or theatre advertising. I wouldn’t be 
a bit surprised if J. Mitchell Thorsen, the 
public relations man who became an in- 
surance broker; or Dr. John A- Stev- 
enson of the Equitable Life Assurance 
Society; or Dr. Griffin M. Lovelace of 
New York University and the New York 
“Evening Post,’ could concoct a page 
ad about life insurance policies so clear- 
ly written and making a direct sales of- 
fer, which, if inserted in the New York 
“Times” for a single issue,. would result 
in the sale of hundreds of policies. 

Furthermore, I firmly believe that 
there are people who were sitting in at 
the Conference in Briarcliff who, if they 
had a good stiff advertising appropria- 
tion back of them, could run a series of 
page ads in daily papers as is done not 
frequently but sometimes by advertisers 
of the “Chicago Tribune” or “McCall’s 
Magazine” or the great movie corpora- 
tion type, which would be effective 
enough to put over a new insurance 
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company. By the way, have you noticed 
that outside of the department stores 
pages, spaces in the daily papers are 
taken now by newspapers and magazines. 
Formerly, they were automobile manu- 
facturers or food product concerns: 

There must be something in this ad- 
vertising game, because if people did not 
practice what they preach you wouldn’t 
see the Chicago “Daily News” buying 
a full page space in New York daily 
papers; you wouldn’t see the “Saturday 
Evening Post” buying page space in the 
New York “Times.” President Burns 
said that some casualty companies feel 
that as hundreds of millions in premiums 
have been written without any great ad- 
vertising spread, advertising isn’t needed. 
If that’s so, why does the “Saturday 
Evening Post” take so much trouble to 
advertise itself, and pay heavily for that 
advertising ? 

eas 


Gives Page to Baseball Poem 

For a couple of decades De Wolf Hop- 
per, the comic opera comedian, never con- 
cluded a performance without reciting the 
great baseball classic, “Casey At The Bat.” 
In erder to show that it is not too high 
brow and to recall pleasant memories to 
the older agents as well as to acquaint: 
the newer members of the fraternity with 
this human interest document of the spurt- 
zng world, “The Penn Mutual News Let- 
ter,” current issue, reprints the entire pcem. 
It took a page of space and made a hit 
with the field men, 


An Insurance Pun 


“Tf, as Stevenson says in ‘Virginibus 
Puerisque,’ ‘the body is a house of many 
windows,” said the professor of evolu- 
tion to a London Lloyd’s representative, 
“why can I not get a plate glass endorse- 
ment paying double indemnity under my 
accident policy in case of damage to my 
bay window?” Thought Lloyd’s represen- 
tative to himself, in the words of Stev- 
enson in “Some Aspects of Robert 
Burns,” “How small a part is played by 
reason in the conduct of man’s affairs.” 


New Wrinkles in “Space Grabbing” 


Dwight S. Perrin, city editor of the 
New York Herald Tribune, gave an en- 
tire page in a recent number of “Editor 
& Publisher” to complaints about his 
reporters having difficulty in seeing prin- 
cipals, as a result of which, when they 
went to a corporation they generally re- 
turned with a typewritten statement, a 
growing practice. He thought this was 
breeding a new race of reporters who 
were not up to the old standards because 
of a growing stereotyped nature of the 
work. 

He also complained because the as- 
sistant sales manager of one of the in- 
surance» companies had addressed a letter 
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to the managing editor of the New York 
“Herald Tribune,’ asking that a story 
sent with the letter be printed and then 
making this request: “We are sending 
you a stamped and self-addressed envelope 
and will greatly appreciate it if you will 
have your secretary mail us a copy ot 
your story.” 

This brought from Mr. 
peppery question: 

“Can you picture the managing editor 
carefully watching editions to see that his 
secretary clipped out the ‘free’ story and 
mailed it to the ‘grabber’?” asked Mr. 
Perrin. 


Perrin this 


S&S 5°65 


Advertising Conference Reaction 

From time to time I will, no doubt, 
be the recipient of reactions from the 
recent Insurance Advertising Confer- 
ence at Briarcliff Lodge and as these re- 
actions come to me they will be passed 
on. Here is a splendid one, which, out 
of deference to the party from whom it 
was received, I will not mention his 
name. 

“My impressions of the Insurance Ad- 
vertising Conference were mostly fav- 
orable, especially the separately grouped 
conferences and the final general ses- 
sion at which the practical problems 
were discussed, I did not care so much 
for the two sessions which were com- 
prised largely of papers, although there 
were some good ones, but I think too 
much time was taken up in this way. 
I understand others are of a similar 
opinion. 

“The two life group sessions were 
most interesting to me, especially the 
second one on Tuesday morning. Two 
talks made by women at this latter 
meeting may have had something to 
do with the fact that it was exception- 
ally interesting—Miss Barrett of the 
Connecticut General, and Miss Roché 
of the Paret Agency at Camden, N. J.— 
both made practical and interesting con- 
tributions to the informal discussions. 

“T should say that the Insurance Ad- 
vertising Conference is gradually find- 
ing itself and making adjustments which 
will add to its usefulness.” 
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Experience Rating 
in Rem and Personam 
SENIOR DISCUSSES. SUBJECT 


Tells Casualty Actuaries of Proposal 
Requiring That Experience Follow 
Risk and Not Person 





The question of whether experience 
incurred under workmen’s compensa- 
tion policies shall attach or follow the 
employer or the risk, was discussed com- 
prehensively by L. S. Senior, manager, 
Compensation Inspection Rating Bureau 
of N. Y., in his paper presented at the 
semi-annual meeting of the Casualty 
Acturial Society recently. The sub- 
ject of his talk was: “Experience Rat- 
ing in Rem and in Personam.” 

He stated that in order to appreciate 
the importance of arriving at a fair de- 
cision on this question it is well to bear 
in mind that the status of the employer 
is not fixed permanently as the em- 
ployer frequently changes his legal 
status and the style of his organization. 

“What shall be done in following this 
gamut of changes,” asks Mr. Senior. 
He tells of the present situation and 
what has been done in part as follows: 

“Rule 32 of the New York Experi- 
ence Rating Plan permits the exclusion 
of past experience incurred on a given 
risk if a material change has taken 
place in ownership and control; cor- 
responding rules in plans adopted in 
other states have substantially the 
same provision with some minor modi- 
fications. This rule has been accepted 
quite submissively for a long time and 
until quite recently, when the line of 
decisions promulgated under the rule 
prompted the New York Department to 
direct a general inquiry into the sound- 
ness of the rule and its underlying 
theory. As an incident to this inquiry, 
the assumption that experience must 
follow the person of the employer and 
not the risk has been seriously chal- 
lenged. 

“One or more members on the rating 
committee of the New York Board have 
been bold enough to advocate a new 
idea which I have christened as ‘Ex- 
perience rating in rem to he dis- 
tinguished from our present system of 
‘Experience rating in personam.” The 
proponents of the new idea would re- 
quire that experience shall attach to the 
risk and not to the person. This pro- 

posal like all suggestions that are new 
and strange immediately provoked a 
storm of criticism. The burden of proof 
is, of course, on the proponents: of the 
new rule to establish: first, that the 
present system is faulty, and second, 
that the new rule will cure such defects 
and inequities as may be caused under 
the existing practice.” 


Lawyers Express Opinions 


Opinions expressed for the proposal 
by several casualty lawyers, as outlined 
by Mr. Senior, were to the effect that, 
to have the experience follow the risk 
and not the ownership is more equitable 
because a credit would be allowed when 
due and the charge would be in the 
nature of a liability of the concern 
which the new management would. as- 
sume and one that proper supervision 
and control would eventually be able 
to eliminate from their policy. 

Those opposing the proposal argued 
that the experience of a plant under one 
ownership cannot be charged to a new 
and different owner; furthermore, the 
idea that the experience rating plan 
pertains primarily to the risk and not 
to the management, ownership or con- 
trol is erroneous; physical conditions in 
plants are cared for by schedule rating 
and the personal factor referred to as 
the “moral quality of the management, 
ownership or control” is taken into ac- 
count by experience rating. They 
further argued that it would be un- 
reasonable to. burden a new owner of 
a plant subject to experience rating 
with the poor experience of the former 


owners for approximately five years 
without relief in rates, notwithstanding 
a definite marked improvement in the 
experience jafter the change of owner- 
ship. 

Underwriters’ Views 

Mr. Senior said that when these 
opinions were submitted to a commit- 
tee of underwriters, it was decided that 
the objections to experience rating in 
rem far outweigh any possible advan- 
tages that may be derived: from the 
proposed change. The argument fol- 
lows: Y 

For the proposal. The purchaser of an-enter- 
prise knows or should know its past condition 
and should therefore inherit the experience as 
one of the assets or liabilities of the risk. 

There would be no inducement for the new 
owner to remedy the equipment of a newly pur- 
chased plant unless it was directly brought to 
his attention that he is the legitimate succes- 
sor to the past experience. 

Experience rating in rem would be simple in 
application ; it would no longer be necessary to 
determine as a matter of fact or as a matter 
of law whether certain conditions constitute 
nominal or material changes in ownership and 
management, nor would the rating organiza- 
tion be called upon to eradicate the past experi- 
ence upon evidence which does not establish any 
change in prospective hazard. 

Against the proposal: 


If an assured owns or 
acquires 


separate enterprises, each enterprise 
would have to be looked upon as a separate 
risk to be separately rated. In practice, it 
would be necessary to keep the experience seg- 
regated for each enterprise and follow it through 
for rating purposes over a series of years. Tt 
is doubtful if a procedure of this kind can be 
followed in practice. 

It would be especially difficult to follow the 
risk in the case of contracting enterprises. In 
such cases there is almost a complete absence 
of physical characteristics that would permit 
the application of experience rating in “rem. 
For the purposes of the rating organization the 
only thing of value in that case is the name of 
the contractor and the good will of the business. 
: the plan is -_ be changed so as to allow 
or experience rating in rem, our conception 
the term “Risk” will have to undergo a pine oP 
alteration. As at present defined, the term 
“Risk” includes all operations of any one as- 
sured within a given jurisdiction. def- 
inition can be devised for “Risk” under a plan 
that directs experience to follow the risk? 


Proposed Amendment 
As a result of the discussion on the 


subject, the following amendment to the 
present rule is suggested: 


The past experience of a risk shall not be 


‘lawyers, it 


excluded because of nominal changes. The 
following conditions constitute nominal changeg: 
Admission of new partners; retirement of old 
partners; 
nership to corporate form; changes in_ stock 
transfers and corporate shareholders; changes 
in executive staff; appointment of receivers in 
bankruptcy and other proceedings; changes -in 
corporate names or titles under which the busi- 
ness is conducted. The past experience of a 
risk shall be excluded only if a material change 
has taken place comprising a complete trans- 
fer of the. rietary interest, together with 
corresponding changes in executive control and 
operative management. 


“This amended rule,” says Mr. Senior, 
“follows the present theory of experi- 
ence rating in personam, defines just 
what may be construed as nominal and 
material changes, and permits the ex- 
clusion of past experience provided 
there is a complete change not only in 
proprietary interest but also in execu- 
tive control and operative management, 
linking together the three conditions 
for the purpose of satisfying the rating 
authorities that exclusion. of past ex- 
perience is in order.” 

Continuing he stated: “The question 
might be raised as to why the rule 
should not stop with the requirement of 
evidence showing a complete transfer of 
proprietary interest. Why inject as a 
condition precedent to the exclusion of 
experience, changes in executive con- 
trol and operative management? I 
think the answer lies in the fact that 
evidence respecting change in  pro- 
prietary interest is at times cloudy. To 
make out a complete case the burden 
should be on the applicant to show that 
the new owner has not only. come into 
possession, but has entered with doors 
wide open and has lent the force of his 
personality into the management of the 
enterprise. In other words, while the 
underwriting committee was influenced 
to a large extent by the opinion of the 
has nevertheless reserved 
certain rights and has incorporated its 
own views by insisting that the new 
owner shall give additional evidence of 
prospective changes in hazard by proof 
that he has assumed executive control 
and operative management. 
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changes from individual or copart- 


. a 
Public Ownership A 
Menace Says Ives 


HIS SAN _ FRANCISCO TALK 


Tells National Electric Light Associa 
tion That Cooperation By Utilities ¢ 
And Insurance Is Essential 


Attempts to socialize insurance dis 
more dangerous than attempts to sb. 
cialize any other industry be: 


; ’ AUuSe of the 
large insurance investments in the pro 
ductive processes of the nation. the pr 
tection which it offers to private eter 
ty and its vital and essenti! place in 
carrying on the commerce and trade af 
the world. This was pointed oyt he 
Henry Swift Ives, vice-president Car 
ualty Information Clearing {{ouse in 3 
speech to the fourty-eighth annual pol 
vention of the National Electric Light 
Association meeting at San Franciseo 


Cal., on June 17. 
He stated that despite the hattle cop. 
stantly being waged to -protect the in. 
surance business agains socialization he 
did not doubt that there may be found 
executives and owners of electric light 
and power plants, transportation com- 
panies and other public service organiza- 
tions who are either patronizing state 
insurance funds when they have the Op- 
tion of buying their protection from pri- 
vate enterprises, or who are advocating 
the extension of the State 
principle to new lines. 

“On the other hand,” he said, “I posi- 
tively know that there are altogether too 
many insurance men scattered through 
the country—both owners and agents— 
who are now advocating the state owner- 
ship of water power, the municipaliza- 
tion of electric light plants and street 
railways and the nationalization of pack- 
ing plants and railroads. But I doubt 
very much if there is an active insurance 
man who ever has advocated govern- 
ment ownership of the insurance busi- 
ness, just as I doubt if there is an elec- 
tric light company owner or executive 
who has ever advocated the socializa- 
tion of that business. 

“It is high time that situations such 
as this—and they are altogether too 
common—be remedied. They are not 
only dangerous, but preposterous and il- 
logical. I see no reason why all of the 
industries now under fire should not 
co-operate to protect themselves, their 
owners, their patrons and the public at 
large from the menace of a class ab- 
solutism under socialistic dispensation. 
There can be no higher service than 
the preservation of republican institu- 
tions. 

“I am gratified that there already has 
been a large measure of co-operation 
along educational lines between your 
business and the casualty insurance busi- 
ness? For two years we have found will- 
ing and appreciative listeners to the 
stories of our troubles in fighting govern- 

-ment ownership among the members of 
this association; and your representatives 
have: found equally willing and apprecia- 
tive listeners among our people to the 
same story as you tell it. The effect has 
been quite remarkable and the success 
of the effort to convince your people 
and my people that we must unite in 


insurance 





fighting socialistic tendencies is quite 
encouraging.” 
; ! F. & D. APPEALS 

The Fidelity & Deposit has noted an 
‘appeal from a decision of Judge R. Carter 
Scott of City Circuit Court of Richmond 
holding the company responsib! for fail- 


ure of Corson-Davis Construction Com- 
pany to-liquidate indebtedness fo- materia 
supplied’ when it suspended business a 
threw up contracts to do certain roa! 
construction work in Virginia. Approx 
mately $4,300 is involved m the litigation 


The. Peoples Trust Insurance Cone) 
pany of America, with headquarters r 
Charleston, S. C., has been chartered. 





Tt is proposed by the company to write 
all’ casualty lines. 
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te Regulation 
fe Of Insurance Rates 


HOBBS ADDRESSES ACTUARIES 





State Powers; Discusses Anti- 
yg eg and Anti-Discrimination 
Laws 


While it is true as with corporations 
states under anti-trust legisla- 


that the Rane ; 

“mn can forbid combinations of insur- 
tio é : 

nce companies or forbid their agents to 
a : . . 

enter into combinations as to rates, com- 


missions or manner of transacting busi- 
ia in the insurance field prohibitions 
Ned, A 4 

nst combinations have proved inef- 


i . 
wel ;,advisable, according to Clar- 


fective OF ' 

ence W. He bbs, national counsel on com- 
pensation insurance, in discussing state 
regulation «{ insurance rates in his paper 
jelivered at the Casualty Acturial So- 
city meeting. 


He said that the validity of this leg- 
ation was at one time the theme of 
vigorous litigation, the leading case that 
fnally determined the authority of the 
legislatures (0 regulate and determine in- 
wrance rates arising under a Kansas 


statute. 

Continuing, he said: “The right to 
regulate rates is, Of course, subject to 
imitations. The same principles which 
have been laid down by the courts in 
cases involving governmental regulation 
of the rates of common carriers and 
lighting mpanies apply with equal 
force to the regulation of insurance rates. 
Within certain limits the legislature may 
act directly in fixing rates, or may com- 
nit to public officials powers to fix rates 
or to supervise rate making. Once its 
regulation becomes clearly unreasonable 
or clearly confiscatory, then the consti- 


tutional guarantee against taking prop- 
erty without due process of law applies, 
and can be enforced by the courts. 


Comments On Acts 


Mr. Hobbs then read a summary of 
state laws affecting rates that was pre- 
pared with the design of indicating the 
powers assumed by the state rather than 
to show a picture of the detailed me- 
chanism of the laws. : 

Commening upon certain features of 
the acts and some consideration of the 
legislative policies involved he pointed 
out that anti-compact provisions appli- 
cable to insurance exist in sixteen states. 

“In certain of these states,” he said, 
“rating laws have done much to modify 
or neutralize provisions provided and in 
others it is quite possible that the laws 
to some extent are permitted to lie 
dormant. 

“Tt is a well recognized fact that rate 
making on a scientific basis, and above 
all careful and equitable rate adminis- 
tration, frequently become impossible 
without’ a large degree of cooperation, 
both in assembling and handling the ne- 
cessary statistical and engineering data, 
and in applying the rates and rating sys- 
tems to individual risks. ‘ 

“A vigorous enforcement of an anti- 
compact law affecting rates and methods 
of transacting business is very apt to 
result in a crude and unrefined rating 
policy, in discrimination, and in a rating 
service inadequate to the needs of policy 
holders as well as of companies; also 
more than probably, in an increased cost 
of doing business. 


Acquisition Costs 


“The inhibition of combinations to con- 
trol commissions appears to have been 
designed for the benefit of agents rather 
than of the public at large. It has been 
pointed out more than once that com- 
petition in commissions operates distinct- 
ly to the detriment of the public, since 
its only possible effect is to increase un- 
derwriting expense and produce higher 





rates. Neither does it produce healthy 
conditions in the business. Bidding for 
business through increased commissions 
is a familiar device, and a very effective 
one, and naturally operates to the ad- 
vantage of the company with tke most 
abundant resources, 

“At least one state with a provision 
of this sort on its books has by statute 
undertaken to restrict commissions on 
compensation insurance; an Act thor- 
oughly inconsistent in principle with its 
anti-compact law. That in recent time 
both fire and casualty companies have 
felt it imperative to deal with this ques- 
tion of mounting acquisition costs is a 
matter familiar to all. The effect of the 
Statutory inhibition if enforced would 
appear to be costly to the public. 

“The inhibition in two states of dis- 
crimination against companies, agents 
or brokers appears to be based on local 
conditions, and to be addressed rather 
to the interests of certain insurers rather 
than of the public at large. The curious 
inhibitions against “rate warfare” ap- 
pearing in both states constitute a pe- 
culiar contradiction to the idea of the 
anti-compact law. It is by no means easy 
to say when the state would figure le- 
gitimate competition ended and “rate 
warfare” began. All competition in rates 
is rate warfare. 

Competition has many virtues, but also 
many shortcomings. That these short- 
comings are recognized by the states is 
evidenced by the enactments listed above 
in the line of anti-discriminations laws 
and rating laws. The enforcement of 
equality in rates between risks of the 
same class, just though the principle be, 
narrows competitive possibilities very no- 
ticeably; and once the state enters on a 
policy of rate regulation competition be- 
comes more and more a thing of the 
past. Once a state places on its books 
a statute recognizing the right of com- 
panies to form rating organizations, it 
in effect issues an open invitation not to 
compete. If it goes further and adds 
control of rates whether on the criterion 


of reasonableness or of adequacy, it 
places very definite limits to rate com- 
petition. If it undertakes to fix rates 
or to make rates, then competition in 
rates is definitely abandoned.” 
Anti-Discrimination Laws 

Commenting on _anti-discrimination 
laws, he said: “The principle that all 
persons are entitled to equal treatment 
by insurance companies is the natural 
concomitant of the doctrine that insur- 
ance is a business public in its nature. 
The number of enactments on that sub- 
ject sufficiently indicates its general ac- 
ceptance, and we may therefore regard 
it as a settled rule of the game. 

“It will be noted that some of the laws 
listed as anti-discrimination laws deal 
exclusively with rebates. Rebating is in 
fact discrimination, and it is the dis- 
criminatory feature that furnishes the 
justification of the law. It will further 
be noted that some of the laws listed as 
rating laws are merely enlarged anti-dis- 
crimination laws, and that every bureau 
law and not a few of the non-bureau 
laws contain definite inhibitions against 


discrimination and erect machinery for 
its prevention.” 





During two weeks, ending June 8, 
eighty-eight automobile licenses were 
revoked and 229 suspended in the seven 
districts of New York State. Of the re- 
vocations, 40 were for persons driving 
automobiles while intoxicated. 


A charter of incorporation has been 
granted the Pulaski Investment - Corp., 
of Pulaski, Va., authorizing it to conduct 
an insurance agency, with capital stock 
limited to $25,000. Incorporators are: 
H. B. Crockett, president; R. P. Wor- 
ley, secretary, and W. L. McGavock, all 
of Pulaski. 


The North American Accident of 
Chicago, has been licensed to transact 
accident and health insurance in New 
York State. 
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Collision. 

Burglary. 

Contractors’ Contingent 
tractors’ Liability, Credit. 


Breakage. 
Fly-wheel Breakage. 
General Liability, Golf 


Health, Hold-Up. 


Manufacturers’ 
Liability. 


: Use and Occupancy. 
Workmen’s Compensation. 
Workmen’s Collective. 








The LONDON uorites: 


Accident, Automobile Liability, Auto- 
mobile Property Damage, Automobile 


Liability, Con- 


Eee Liability, Elevator" Property 


Damage, Employers’ Liability, 


and 
Group Accident and Sickness. 


Landlords’ Liability, Larceny. 
Liability, Marise 


Owners’ Liability, Owners’ Construction 
Liability. 


| THE SUPER-SERVICE COMPANY 
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The “LONDON” is one of the few companies without weak spots—it is a 
specialist in every line it writes, offering perfect facilities and a matchless service to 
its agents and ‘policyholders wherever and whenever the occasion arises. 


Not content with meeting competition, the “LONDON?” habitually anticipates 
it. This is clearly demonstrated in the way it writes steam boiler insurance. 


The “LONDON” issues the clearest and most liberal steam boiler policy on 
the market with Super-Service in inspections and settlements. 
force of engineers and inspectors is maintained by the “LONDON” for the benefit 
of policyholders at all times. 


The “LONDON?” is a great company, not because it writes one line well, but 
rather because it handles all lines better than they are handled elsewhere. 
Super-Service explains all that, and, in addition, makes all “LONDON” 


No Double Headers—We Do Not Compete with Our Own Agents. 


LONDON GUARANTEE & ACCIDENT 


COMPANY, LTD. 


UNITED STATES BOARD 
F. W. LAWSON—Chairman 


HEAD OFFICE: 
Fite Gay Peis Laking. SS Fifth Ave, New York 
Salary, Steam Boiler. 
Teams Liability, Teams Property 


P. Beresford, U. S. Mgr. Phoenix Assurance Co., Ltd, of London = - 
D. R. Forgan, Vice Chairman, National Bank of Republic - 
Fred L. Gray, of Fred L. Gray Co., Gen. Agents - - - 
W. C. Potter, President, Guaranty Trust Company of New York 
Geo. D. Webb, of Conkling, Price & Webb, Gen. Agents - - 
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Cc. M. BERGER 
United States Manager 
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Casualty and Surety 
Club Golf Tournament 


GRANDFATHER’S CUP OFFERED 


Large Number of Insurance Executives 
Present; A. D. Reid Trophy 
Won By James Roe 


By W. L. Hadley 


“And a good time was had by all.” 
That was the unanimous opinion of the 
attendees at the golf tournament of the 
Casualty and Surety Club of New York 
held on Tuesday of this week at Bal- 
tusrol Golf Club. In his talk, and a very 
short and snappy talk it was too, at the 
dinner in the evening E. A. St. John, presi- 
dent of the Club stated that there were 
two things quite necessary for the suc- 
cess of an event such as had been staged 
at Baltusrol. 

First it required a place for the event 
to be held and he asked for a rising’ vote 
of thanks to the Board of Governors of 
Baltusrol Golf Club for their invitation 
to use the Club and for the fine treat- 
ment received at the hands of the manage- 
ment. 

Second: It required a very large 
amount of hustle and thinking on the part 
of some one member of the Casualty and 
Surety Club of New York and he called 
for three cheers and a vote of thanks 
for W. D. Driscoll, chairman of the golf 
committee of the club. This came through 
with loud acclaim. 

Mr. St. John emphasized the splendid 
fraternal spirit to be found in the casualty 
and surety business and the large part 
the Casualty and Surety Club of New 
York had had in bringing this about. He 
asked that those taking part in the tourna- 
ment have this in mind when affairs were 
staged by the club in New York from 
time to time. 

A. Duncan Reid, donor of the trophy 
bearing his name, with tearful voice noted 
the onrush of young blood in the business 
which in the nature of things just na- 
turally shunts off on a side track the “old 
men,” in which he classed himself. In 
order that these “Old Men” might have 
a show for a trophy in the Casualty and 
Surety Club’s golf tournaments Mr. Reid 
will donate a cup to be contested for 
by men over fifty years of age and one 
of the requirements will be that they 
are grandfathers. WILL ALL THE 
GRANDFATHERS PLEASE SEND 
IN THEIR NAMES AND CREDEN- 
TIALS FORTHWITH? 

The upper course of the Baltusrol Club 
was the scene of activities. With its 
tantalizing fairways, woods hazards and 
almost uncanny tricky greens, contestants 
for the several trophies were called upon 
to put their best leg foremost in order to 
get a look in for an award. The woods 
were trailed with corpses of dead hopes 
of many of the players, while the greens 
sent other scores soaring in requiring 
three and four “puttses” from otherwise 
capable golfers, much to their annoyance. 

The day was ideal. After the splendid 
rain of the previous night, which all golf 
courses in this section sorely needed, there 
was no dust. It was hot, but, with a fine 
breeze going all day it was not. uncom- 
fortable. It was stated at Baltusrol that 
more contestants took part in this tour- 
nament than in any of the Casualty and 
Surety Club’s past, performances. 

Among executives attending were E. 
A. St. John, president National Surety; 
A. Duncan Reid. president Globe Indem- 
nity; W. G. Falconer, Norwich Union 
Indemnity and Phoenix Indemnity. 

Carl M. Hansen, vice-president and gen- 
eral uianager, General Reinsurance Corp. 
John McGinley, Travelers; Paul Ruther- 
ford, Hartford Accident; James R. Gar- 
rett, National Casualty; W. C. Billings, 
Travelers, and Thomas Grahame, Globe 
Indemnity, were among others present. 


The winners of the tournament, the 
event and the prizes are as follows: 

A. Duncan Reid Trophy—James Roe. 

President’s Trophy—J. A. Cockran, 

Class A—36 holes, low net, 1st Prize—Clar- 
ence Tippett. 2nd Prize—A. D. Edwards. 
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Class B—36 holes, low net, Ist Prize—James 
Roe. 2nd Prize—W. Kennedy. 
Class C—36 holes, low net, 1st Prize—Wel- 
les Allen. 2nd Prize—Wm. Earl. 


Low net, afternoon round, 18 holes—Won by 
H. P. Jackson. 
Company Trophy—lst 


Prize won by Stand- 


ard Accident and Indemnity Co—Welles Al- 
len and W. McFord. 2nd Prize won by the 
London Guarantee & Accident’ Co. J. M. 


Haines and A. D. Edwards. 

Kickers Handicap, Guests only—lst Prize— 
Dr. Osnato. 2nd Prize—F. M. Taliaferro. 3rd 
Prize—Byron C. Conklin. 

Best Ball Twosome—lst 
Duncan Reid and S. F. 
won by, G. F. Naught and Wm. Tomlins. 

The following prizes were donated—lst Prize, 
Class A members—Mr. Wm. B. Joyce. Class 
B members—Mr. John Harrison. Class C. 
members—Mr. Paul Rutherford. 18 Holes, Medal 
Play, afteracon round prize donated by Mr. 
Clarence Lewis. Ist Prize, Kickers Handicap, 
Guests only, donated by Mr. Charles Neely. 


Barnhart’s Speech 


(Continued from page 29) 


Prize won 
Norwood. 


by ’ A. 


2nd_ Prize 





reply, he came right back: “There’s no 
secret at all about it, The fact is that 
I know I have the best darn $12 worth 
on earth, and I will look any man in 
the eye and tell him so no matter who 
he is or how big he is. That’s why I 
sell eight or nine out of every ten I 
talk to on this proposition.” And that’s 
the story of the first man that I couldn’t 
cure. 

The second man I couldn’t hire was 
a personal friend of mine in New York, 
whe I hadn’t seen for a good many 
years, and who laughed at my earnest- 
ness, saying that he was making better 
than $15,000 a year with the agency for 
a western factory, a job I had pre- 
viously held. No, I had never made 
much more than a quarter as much 
while I was working for this factory, 
and so I expressed my surprise at his 
success. 

“I figure it this way, Bill,” he said to 
me. “All the time you were working 
for the factory you held the idea that 
while they were good enough in their 
way your competitors were just as good 
as you were or maybe sometimes a lit- 
tle better in some particular points. On 
the other hand, from the very beginning 
of my selling career I made up my mind 
that I would never work for anyone 
except the best firm in any line I was 
selling, Before I decided to: take over 
the agency which you were giving up 
because you couldn’t make enough 
money at it, I looked over the field very 


the times. 


thoroughly and decided in my mind that 
this factory had the best products, best 
service and the most progressive poli- 
cies of anyone in that particular line.” 

“The difference between working for 
just one of the factories in an industry 
and in working for the best may be 
expressed by the difference between the 
income you previously made from this 
agency and what I am earning today. 
It is the big factor that counts most in 


explaining the difference. between a 
$4000 or $5000 income and one of 
$15,000.” 


I followed the advertising of the 
various insurance companies through the 
various national magazines and if there 
has ever been presented any real rea- 
son why the business should be given 
to one company rather than another it 
has eluded my eagle eye, and today if 
I were in the market for additional in- 
surance,—which I warn you I am not,— 
I wouldn’t have one iota of preference 
between twenty or more companies. 


A few days ago, just for curiosity 
sake; I got out all the fire insurance 
policies which we had since we were 
married, my wife having methodically 
saved them from year to year, and I 
found that we had been insured in seven 
different companies during the period 
of twelve years. Yet I didn’t know 
until I looked up what companies they 
had been, nor how many there were. 
I wonder how many of the insurance 
men in this room could tell me now in 
what the insurance companies your 
policies on personal and household goods 


are being carried? 


Perhaps what I am speaking is the 
rankest sort of heresy. What I don’: 
know about insurance business would 
fill a very, very large book and prob- 
ably it is the case that the presidents 
of the various insurance companies, 
meeting .at their luncheon tables and 
the bankers clubs, have agreed among 
themselves “You don’t try to get ahead 
of me and I will never try ‘to get 
ahead of You.” At least a good deal 
of the advertising and selling practices 
of the various companies might indi- 
cate that fact. 


But I sometimes wonder if the in- 
surance business as a whole, as operated 
today, isn’t about thirty years behind 
Today I go into the office of 
an insurance agent or broker and ask 
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— 
for a fire insurance policy and take wh: 
ever he chooses to hand oyt aes 
without question. © Thirty iin. . 
whey my mother used jo pri ago 
down to the corner grocery ¢tore 
a loaf of bread, the grocer ask oe 

7 asked white 
or rye and upon my answer he hand 
it out_and I took whatever he ha i 
me. Today when we send our chile 
to the grocery store we tell them rie 
we want “Bond Bread” and that jf rs 
first grocery hasn’t got it they are to ; 
down to the middle of the ‘next bloc 
and keep going until they get “B rk 
Bread.” be. 

Thirty years ago when we went for 
crackers we took whatever the groc 
handed out of the barrel, but toda, " 
specify “Uneeda Biscuit.” Thirty st 
ago when we bought a can of oie 
the only question was whether we want 
ed blue, red-or yellow. Today we ha 
“ ” * : ° ve 
Valspar Rices Mill White and Other: 
which the public has been trained re 
ask for by name, and for which the 
average wise buyer will accept no suh- 
stitute. 

I wonder if another thirty y 
show some similar develo; 
a lines? 

‘I am convinced that the on 
why the National Surety Co. se 
the world’s largest surety company js 
that there has been impressed upon the 
minds of every employee throughout all 
the years, Chairman Wm. B. Joyce's 
maxim of success which adorns every 
office of the company. 

“No matter what work you have to 
do, do it better than it ever has been 
done before by any man in the world 
and try to do it better than any other 
man in the future will do it.” 

Of course, I have seen the working 
out of this maxim chiefly in our own de- 
partment of my company but we have 
followed his lead in impressing upon 
other salesmen that the bondholder who 
had the bond of our company had better 
protection, better service, bigger assets 
back of his bond, more prompt and gra- 
cious claim settlement than he could 
hope to have even though he had the 
same bond written by any other of the 
twenty or more companies who have 
copied us on this form of coverage, 

The results of such a feeling on the 
minds of our salesmen has undoubtedly 
had a very beneficial effect upon their 
total sales. Every one of our salesmen 
so instructed and trained, who has gone 
away from us to other companies who 
offered higher salaries or bigger draw- 
ing accounts in the attempt to secure 
our men has failed altogether to put 
over the proposition for that other com- 
pany, and the reason is that the mind 
of that salesman has been so affected 
that in going to any other company he 
felt that he was going to a second rate 
company and offering a second rate 
proposition which cannot be quite so 
good as that of our company. 

“But,” you say, “what are the rest 
of us to do? We can’t all work for 
your company? The other twenty or 
thirty surety and casualty companies 
must exist.” 

Here’s the answer. Fiftcen years ago 
I proved myself a real salesman by sell- 
ing myself to the best lit!le woman in 
the world. But after the best had been 
selected what were the rest of the men 
to do. Remain bachelors till the end 
of time?’ No, indeed. Just so long as 
they also were so foolish 2s to think 
that they had picked the best, why 
they are just as happy as if they had 
actually done so, 

In the same manner we pick our em- 
ployers and we should be wedded to 
our business relations just as firmly as 
to our. wives and that salesman or that 
advertising manager who doesn’t know, 
—just as I know—that he is working 
for the best company, with the best 
service, with the best record on paying 
claims,—that man is only hitting on 
one or two or the six cylinders and is 
missing on more than two thirds of 
the power he would have available when 
he properly sells himself and his or 
ganization, 
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Thirty-Five Years After 


HIRTY-FIVE years ago this month, when the F & D wrote its first bond, 
Corporate Suretyship was practically unknown. At this time, therefore, 
it is instructive and inspiring to review the progress made by the Company 
since 1890. Statistics are not always interesting, but they are usually 
illuminating. Those given below are both. | 


December 31, 1890 


December 31, 1900 


RESOURCES RESOURCES 
Assets RES a ge ea $148,499.44 Assets Jets $4,381 ,313.79 
LIABILITIES LIABILITIES 
Capital Stock (paid in) . $140,440.00 Capital Stock . $1 500,000.00 
Reserves 4,445.90 Reserves 650,248.39 
Surplus . 3,613.54 Surplus 2,231,065.40 





Net premiums 


Agents . 





$148 499.44 


$8,891.80 
2 


Net premiums 


Agents 


$4,381,313.79 


$1,111,581.12 
4,000 




















December 31, 1924 


RESOURCES 
Assets i eae ee eaves 
LIABILITIES 
Capital Stock (paid in) $5,000,000.00 
eee eo ee a. Si ee 
Sep ct Ges? TAS etait 1,944,644.55 








$18,131,761.88 
$10,823,232.88 


Net premiums 


Agente <5: 03 i ire IO 


The remarkable growth and development of the F & D is not only a striking 
tribute to the invaluable service which Corporate Surety renders in stabiliz- 
ing the financial, industrial and commercial affairs of the country, but to the 
loyalty, ability and aggressiveness of the Company’s representatives. 


And it is in appreciation of the work of the men in the field who have helped 
the F & D reach its present pinnacle, and to express the hope that we may 
continuously and increasingly deserve their support and goodwill. that this 
advertisement is published. 


FIDELITY AND DEPOSIT COMPANY 


of Maryland 


BALTIMORE 


Fidelity and Surety Bonds and Burglary Insurance 
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TRADE MARKS IN ALL LINES OF 
BUSINESS HAVE SET STANDARDS. 


THE RED ROYAL SHIELD ON AN 
INSURANCE POLICY IS THE ES. 
TABLISHED EMBLEM OF THE BEST 
IN INSURANCE PROTECTION. 


ROYAL 


INSURANCE COMPANY LTD 


DEPARTMENTAL OFFICES: 
ATLANTA, GA. CHICAGO, ILL. 











Milton Dargan, Manager 


Elwin W. Law, Manager 


NEW YORK 
Frederick B. Kellam, Manager 


BOSTON, MASS. 
Field & Cowles, Managers 


SAN FRANCISCO, CAL. 
Rolla V. Watt, Manager - 
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